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ORIGINATORS  OF  PUSH  BUTTON  VENTILATION  CONTROL 


UIHRnER 

Uleather- master 

Combinations  and  Doors 

• 

it  DOUBLE  HUNG  UNITS 
it  CASEMENT  UNITS 
ir  DOORS 


?  YOU  BET! 


Warner  Weather-Master  Combinations  outshine,  outvalue,  outsell  the 
entire  field.  They’re  priced  right,  have  a  good  profit  margin  and 
Warner’s  advertising  has  made  the  public  Warner-conscious.  This  com¬ 
bination  of  sales  producing  features  can  only  mean  handsome  profits 
for  the  Warner  dealer. 


ZticUUtf?  AND  HOW! 


EXCLUSIVE 

DISTRIBUTORSHIPS 

AVAILABLE 


Warner  Weather-Master  Combinations  and  Doors  are  master-crafted 
from  the  finest  quality  extruded  aluminum  .  .  .  grade  63S-T5,  especially 
treated  for  extra  hardness.  Warner  Units  are  spot  welded  too,  and 
contain  many  other  exclusive  features  including  the  RED  PUSH  BUTTON 
for  ventilation  control  (an  original  Warner  creation).  Warner  units  are 
quality  units  at  a  popular  price.  Doors  are  made  with  non-sagging, 
unbreakable  gussets. 

CERTAINLY! 

Warner  offers  complete  and  friendly  cooperation  with  its  dealers;  Radio, 
Newspaper  and  Magazine  advertising  to  help  secure  leads;  dramatic 
promotional  and  demonstrational  material  to  add  that  extra  punch  in 
making  sales;  field  service  and  cooperation  all  along  the  line. 

WARNER  WEATHER-MASTER 
ALUMINUM  COMBINATIONS  AND  DOORS 
ARE  MANUFACTURED  BY 


WARNER  MFG.  CORP.,  JERSEY  CITY,  N.  J. 
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New  Improved 
TRIPLE  TRACK 
ALL  ALUMINUM 
Combination 

SCREEN,  STORM  WINDOW 
and  WEATHERSTRIP  UNIT 


'I  Wouldn't  Port  With  It 
For  10  Times  Its  Cost' 


Designed  for  Instant  Appeal  ...Priced 
for  Competition  and  Profit! 


Only  PARAMOUNT  has  all  the 
MOST  WANTED  FEATURES! 


Don't  Miss  These  Important 
Articles  in  the  1951  Edition: 

*  A  COMPLETE  SECTION  DISCUSSING  IN  DE¬ 
TAIL  ALL  TYPES  OF  PRIMARY  AND  COM¬ 
BINATION  WINDOWS. 

*  ALL  TYPES  OF  METAL  AWNINGS,  DESCRIBED 
AND  DISCUSSED  IN  DETAIL. 

*  ARTICLES  ON  METAL  AND  PLASTIC  TILE. 
GARAGE  DOORS  AND  OPENERS,  AND  DOZENS 
OF  OTHER  PROFITABLE  SPECIALTY  ITEMS. 

:  *  COMPLETE  SECTIONS  ON  SELLING,  TRAINING 
'  SALESMEN,  ADVERTISING,  BUILDING  YOUR 
VOLUME,  etc. 

150  pages  crommed  fall  of  voluoblp  informotion  on 
i  EVERY  phose  of  your  business.  Every  deolor  will  wont 
;  copies  to  help  him  moke  more  money 

★ 


1951  Edition — to  be 
Published  October,  1950 

WRITE  TODAY  TO 
RESERVE  YOUR  COPY 

ROOFING,  SIDING  &  BUILDING 
SPECIALTIES  MANUAL 

425  FOURTH  AVENUE 
NEW  YORK  1«,  N.  Y. 


Per  Distrihuforihip  informotion  write  stating  quo/iflcations.  Some  territories  still  ovai/ob/e 


PARAMOUNT 

ALUMINUM  PRODUCTS  CORP. 

ISO-11  Jamaica  Avanat  ■<  Jamaica  3,  L.  I.,  N.  Y. 


•  TRIPLE  TRACK!  Nat  channel. 

•  Easy  installations!— Service-Free! 

•  TWIN  VENTILATION!  Sashes  raise 
ar  lawer  te  any  level! 

•  CHANGEOVER  NEVER  NECESSARY! 
Makes  self  starini  obsolete! 

•  Positive  100%  weatherstrippinE! 


That's  What  1  Dealer  Says 
About 

ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 
★ 


AMERICA'S  FINE 
ALL  ALUMINUM 
Combination 
STORM  &  SCREEN 
DOOR 


•  Fully  extruded. 

•  Oouble-thick  glass. 

•  Aluminum  wire  screen. 

•  Expander  on  sill  —  su^  yet  easy 
installation. 

•  Braced  corners  for  lifetime  rigidity. 

•  Complete  with  aluminum  ensemble 
and  hardware. 


IMMEDIATE  DELIVERY!! 


BE  WISE!  When  you  handle  the  belt  product  WARNING!  Reproduction  of  ony  of  the 

you're  >ure  of  highest  volume,  greofest,  most  exclusive  engineering  features  of  ony  PARA- 

secured  profits.  And  .  .  .  satisfied  customers  MOUNT  products  will  be  prosecuted  to  the 

bring  more  business  to  you.  PARAMOUNT  fuH  •»**"*  of  *!>•  low. 

I•ad•rthip  means  MOUNTING  PROFITS  TO 
YOU! 


October  1950 


5 


Tested  atid  proved  through  10  years  of  service  from  coast  to  coast. 


Gate  City 

Toxic-Treated 

Wood 

AWNING  WINDOWS 


GATE  CITY  PORCH 
and  BREEZEWAY  UNITS 


Now  available  with 
Thermopane  Glazing 


Quick  facts  about  the 
Gate  City  Auuing  Vi'itidou's 

*  IS  stindard  sizes.  16  additional 
sizes  avaiiahli’  on  order. 

•  Furnished  completely  fabricated. 
You  do  not  have  to  set  up  an 


A  quality  pntduct,  made  of  high 
grade  w<K>d,  toxic-treated  for 
long  life  and  protection. 

All  hardware  factory  installed 
and  factory  tested. 


•  Vertical  weatherstripping  includ¬ 
ed.  Horizontal  weatherstnpping 
(  when  desired)  easily  job  installed. 


Weather-Tiie'i 


w. 


SALES  GETTER 


Note 

the 

NEW 

Picture 

Frame 

Style! 


Here’s  W  EATHER-TITE’S  new, 
improved,  eye-appealing  combina¬ 
tion  window.  All  the  time  tested  ad¬ 
vantages  that  have  made  Vi'EATHER- 
TITE  famous  for  easy  profitable 
sales — plus  the  beautiful  new  picture 
frame  style  molding  that  will  add 
glamour  to  any  home. 

•  Finatl  kiln-driail  Californio 

Rodwoed  .  .  . 

•  Built-in  vonliloter  at  no  tx- 

tro  chars*  .  ■  . 

•  Eaiiatl  of  all  fe  Intfall  .  .  . 

•  Thro*  wook  moxlmurn  do- 

llvory  .  .  . 

•  Aftrocflv*  molt  and  solos 

aids  lo  Incroos*  your 

profits. 

Get  on  the  Profit  Band  Wagon!  <iet 
WEATHER-TITE,  the  Combination 
Windows  and  Doors  that  have  all 
the  features.  Dealer  franchises  are 
still  available  in  cities  where  we  are 
not  now  represented. 

WRITE  •  WIRE  •  PHONE 


Weaiher-Tiee 

1859  East  63rd  Street 
Cleveland  3,  Ohio 
Express  1-2816 


Ndu  profit  selling  porch  enclosures  withtiut 
price  ct>nipt*ittion.  These  (»ate  Cjiy  Thermopanc 
Units  have  a  sales  appeal  that  makes  people  want 
them  .  .  .  creates  sales  for  you.  Their  price  is 
secondare  to  the  customer  because  he  is  buying  e\- 
ciusise  ad\ani.!ges  not  asailable  in  anv  other  unit. 

NO  SEASONAL  STORAGE  PROBLEMS 

Double  glazing  w  ith  I  hermopane  eliminates 
storm  sash.  Full  indof>r  1  umite  screen  (included 
with  unit)  need  never  be  removed  for  storage. 

SAVES  FUEL  -Insulated  construction  reduces 
condensation  .  .  .  practically  eliminates  frosted 
windi>w  glass  and  water  damage  to  sills. 

HOUSETIME  BEAUTY— The  wahhI  sash  is 

easy  to  paint,  easv  to  keep  in  color  harmonv 
with  the  rest  of  the  home.  No  tedious  acid 
cleaning  and  priming  is  required.  It  is  impervious 
to  rust  and  corrosion.  Chemical  treatment  assures 
housetime  beauty  and  durability. 

100%  CONTROLLED  VENTILATION— 

Crank-adiusted  sash  may  be  opened  to  admit  air 
over  entire  window  area,  or  adjusted  to  give 
draft-free  ventilation.  Tilted  sash  shed  rain  .  .  . 
provide  vear  ’round  comfort  on  porches  and 
bree/eways. 

Keep  yout  men  and  yourself  busy  and  prosperous 
selling  and  installing  Gate  City  porch  enclosures, 
^'rite  for  full  information  and  name  of  nearest 
distributor  today.  Ciate  City  Sash  &  IXxsr  Co.. 
Dept.  BS-10.  Fort  Lauderdale,  Fla. 
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The  SILVER  LITE  WINDOW  may  be  had  in  two 
models,  the  Regular  type,  or  the  Self  Storing:.  Also 
furnished  in  Plain  Aluminum  or  Anodized  Alumi¬ 
num,  This  gives  the  Customer  a  choice. 


I  To  speed  delivery  to 

t 

i  Dealers,  we  have  Manu- 

I 

I  facturing-  Plants  set  up 
in  various  areas  of  the 
country. 


Self  Storin^i:  Type 


Regular  Type 


Overlaps  the 
Window  Facing 


For  Dealer  Distribution  or  Manufacturing  information. 
Write,  Wire,  or  Call  — 


VAN  DETTE  MEG.  COMPANY 

824  Tod  Avenue,  Youngstown,  Ohio 


October,  195(J 
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On  tlie  House .  .  . 


Residential  construction 

may  be  restricted  to  a  million 
units  or  less  in  the  next  twelve- 
month  period,  according  to  recent 
reports  from  Washington.  While 
this  is  about  .’{0'':  less  than  the  ex¬ 
pected  volume  of  building,  it  is  still 
good  news  for  specialty  dealers.  A 
million  new  homes  in  addition  to 
the  vast  old  construction  market 
means  many  more  opportunities 
for  sales. 

♦  ♦  « 

Despite  certain  material  short¬ 
ages  there  has  not  been  any  notice¬ 
able  decline  in  the  .sale  of  home 
improvement  products.  The  fact  is 
that  j>eople  have  money  and  are 
eager  to  buy.  Wages  are  high,  em¬ 
ployment  is  at  one  of  the  highest 
points  in  our  history,  and  consumer 
credit  is  at  an  all  time  high.  The 
New  York  Journal  of  Commerce  re- 
|)orts  that  consumer  credit  jumped 
$614  million  in  Augu.st  to  reach  a 
peak  figure  of  $20,970  million  de- 
.spite  various  credit  curbs  on  in¬ 
stallment  buying. 

*  *  « 

Reports  from  the  Bureau  of  I..a- 
bor  Statistics  indicate  that  factor¬ 
ies  are  taking  on  workers  at  the 
fa.stest  rate  in  four  years.  Thus 
large  groups  of  the  population  are 
making  and  spending  more  money 
than  ever  before.  Most  of  this 
money  will  go  for  clothing,  TV 
sets  cars  electrical  appliances, 
and  other  items  but  a  good  deal  of 
it  will  go  into  modernization  of 
homes.  Thousands  of  home  owners 
are  taking  advantage  of  their  pres¬ 
ent  prosperity  to  increase  the  value 
of  their  homes  by  investing  in  long 
desired  improvements.  Most  spe¬ 
cialty  dealers  report  that  business 
is  excellent,  in  fact,  there  even 
seems  to  be  a  general  rush  to  get 
home  improvement  products  instal¬ 
led  as  quickly  as  possible  to  avoid 
supposed  shortage.s.  Certainly 
there  is  every  reason  to  believe  that 
busine.ss  will  continue  to  he  good 
for  quite  .some  time. 


A  monthly  migtzinc  lor  the  deoler  who  sells  and  installs 
home  and  industrial  accessaries. 
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DISTRIBUTORS 
AND  DEALERS! 

Roils 


ON  THE  NEW,  IMPROVED 

jffoj^A.aJL/LfS 


Req  Trademork  —  Hot  USA 


•t  ROtls  1^ 

INSIDE  STORM  WINDOW! 


Your  cuttomors  will  like  the  new  improved  Roiogloss  inside  storm  window.  It's 
simple  to  operate  .  .  .  glides  smoothly  on  rollers  .  .  .  gloss  ponets  interlock. 
It's  eosy  to  remove  and  clean  from  the  inside  .  .  .  and  room  condensotion  is 
controlled.  Here  is  the  eosiest  to  sell  inside  storm  sash  on  the  market  today. 
It  offers  extro  selling  profits  for  you,  and  many  satisfied  customers.  Write  for 
complete  information  on  how  you  too  can  make  money  with  Roiogloss  windows. 
*We  hove  plenty  of  moterio/s  for  d^livtry  in  19S1. 


WoJLA.aJLASS  FQL  JP.\fF\  T 

ri  ir  rx  tt 

CO.\/PA\y.  /\C. 


931  CARNEGIE  AVE. 


CLEVELAND  6,  OHIO 


ROLLS  OPEN  .  .  .  AND  SHUT 
for  outswinging  casement  windo/zs. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue 
New  York  16,  N.  Y. 

Pleatc  tend  me  Building  Specioltiet  for  one  year  (12 
menHily  ittuet),  at  $3. 


That's  what  D.  H.  Dundas  of  the  Venango  Supply 
Co.,  prominent  dealer  in  building  specialties,  has 
to  say  about  our  publication.  And  he  is  only  one 
of  hundreds  who  have  written  in  to  tell  us  how 
BUILDING  SPECIALTIES  has  helped  them  with 
its  numerous  and  informative  articles  on  new 
products,  installation  methods,  and  advertising 
techniques  —  among  other  things  designed  to 
help  you  increase  your  volume  and  profits. 

It’s  full  of  “Ten  Commandments"  in  all  depart¬ 
ments!  It  costs  only  $3  a  year!  Use  the  con¬ 
venient  coupon  right  away! 

Bill  Me  □  or  Cheek  Enclosed  □ 

My  Name  Position 

Company  . 

Address  . 

Dealer  r]  Distributor  Other 


October,  1950 


BUILDING 

SPECIALTIES 

October  1950 

Business  Is  Good  Despite 
Shortages  and  Credit  Curbs 

Peak  employment,  high  wages,  and  continued  consumer 
buying  keep  prosperity  at  high  level — Canadian 
aluminum  shipments  to  U.  S.  greatly  increased 


tion  started  after  August  3rd.  It  is 
expected  to  call  for  a  minimum 
down  payment  of  20  to  30  per  cent 
ba.sed  on  a  sliding  scale.  The  mar¬ 
ket  price  of  the  structure  will  be 
u.sed  as  a  guide  in  determining  the 
percentage  of  down  payment. 

Veterans  w'ho  apply  for  loans 
through  the  Veterans  Administra¬ 
tion  Loan  Guaranty  Service  will 
pay  less  interest,  have  longer  terms 
of  maturity,  and  enjoy  a  lower 
down  payment  than  non-veterans. 

Government  controls  at  the  out¬ 
set  will  be  flexible  to  avoid  hard¬ 
ships  on  builders,  buyers,  and  fi¬ 
nancing  agencies.  The  government 
hopes  to  hold  new’  residential  and 
farm  “starts”  next  year  to  800,000 
to  1,000,000.  This  is  actually  a 
rather  high  rate  of  building  but 
{Continued  on  Page  22) 


Business  is  still  generally  good 
according  to  reports  from  most 
building  specialty  dealers  although 
there  is  a  wide  spread  feeling  that 
things  are  going  to  tighten  up  soon 
because  of  the  expansion  of  war 
orders  and  the  shortage  of  steel, 
aluminum,  and  labor. 

In  the  opinion  of  many  dealers, 
especially  those  who  have  relied 
heavily  on  the  new  construction 
field  much  will  depend  on  how 
drastically  the  Government  cuts 
down  on  credits  for  home  building. 
At  the  time  this  is  being  written 
Washington  has  still  not  released 
information  about  control  meas¬ 
ures  which  are  called  “Regulation 
X”  at  present.  However,  mortgage 
bankers  have  had  .some  advance 
unofficial  news  although  part  of  it 
may  be  put  down  to  speculation. 


Regulation  X  will  apply  to  all 
new  farm  and  residential  con.struc- 


Regulotion  X 
Now  in  Effect 

Here  are  a  few  important  details 
of  Regulation  X  culled  from  latest 
dispatches  as  we  go  to  press. 

There  are  no  restrictions  on 
loans  for  improvements  up  to 
$2,500. 

Down  payments  range  from  10% 
for  homes  valued  up  to  $5,000  to 
50%  for  homes  $24,250  and  over. 
A  $12,000  home  requires  a  25.8% 
payment.  Vets  pay  an  average  of 
10%  less.  Homes  over  $7,000  must 
be  amortized  in  20  years  but 
houses  under  this  figure  may  be 
paid  off  in  25  years.  Regulation  X 
covers  ALL  mortgage  loans  whether 
FHA  financed  or  not  but  does  not 
apply  to  homes  started  before 
Aug.  3. 


10 


BUILDING  SPECIALTIES 


Even  the  very  large  living  rooms 
of  modern  homes  can  easily  be  kept, 
warm  by  these  efficient  heaters. 


The  speed  with  which  such  radiators 
heat  up  assures  quick  relief  from 
early  morning  chill  in  the  kitchen. 


Garage  can  be  heated  without  expen¬ 
sive  installation  by  simply  plugging 
in  an  electric  steam  radiator. 


Electric  Steam  Radiators 

Expand  Your  Sales  By  Adding  This  Unusually  Efficient 
And  Economical  Heater  to  Your  Line  of  Products 


Now  that  winter  is  approachintt 
again  a  great  many  home 
owners  are  beginning  to  think 
about  their  heating  problems  again. 
Thou.sands  of  attics,  for  example, 
have  been  finished  and  made  com¬ 
fortable  but  have  no  really  satis¬ 
factory  heating  arrangement  be¬ 
cause  installing  an  extra  steam  or 
hot  water  radiator  and  connecting 
it  to  the  hou.se  system  involves  a 
great  deal  of  expense. 

The  occupants  of  such  attics 
must  re.sort  to  gas  or  oil  heaters, 
both  of  which  are  fire  hazards  be¬ 
cause  of  their  open  flames  and  ad¬ 
ditionally  dangerous  becau.se  they 
consume  the  oxygen  in  the  air  and 
may,  when  window’s  are  closed, 
cause  death  by  asphyxiation.  Elec¬ 
tric  heaters,  on  the  other  hand,  are 
expensive  because  they  draw  .so 
much  current  and  inefficient  be¬ 
cause  they  heat  such  a  limited 
space. 

This  is  a  problem  which  is  by 


From  Data  Furnished  By 
HOME  OWNERS  UTUITIES  CO. 


no  means  limited  to  private  homes. 
Hundreds  of  thou.sands  of  people 
live  in  cold  water  flats  in  lower 


f*kotos  and  drauunf/s  courtesy 
Home  Outters  I  'tHities  Co. 


Typical  portable  electric  steam  radia¬ 
tor.  Note  thermostat  at  right  and 
glass  gauge  on  left. 


cla.ss  di.stricts  in  all  the  great  cit¬ 
ies  of  the  country.  Here  too,  gas, 
oil,  or  electric  heaters  are  used  de¬ 
pending  on  what  the  local  building 
code  or  tenement  laws  w’ill  permiL 
There  are,  moreover,  numerous  in- 
.stitutions  housed  in  large  old  build¬ 
ings  w’here  for  one  rea.son  or  an¬ 
other  it  is  never  po.ssible  to  .satis¬ 
factorily  heat  certain  rooms  which 
are  therefore  clo.sed  off  even 
though  the  space  may  be  badly 
needed. 

Now’  there  is  no  need  to  wait  for 
some  inventive  genius  to  think  up 
a  clever  device  which  will  solve 
this  problem  because  such  a  prod¬ 
uct  is  already  in  exi.stence  and  has, 
in  fact,  been  in  use  for  some  28 
.vears.  This  device  is  the  electric 
steam  radiator.  Before  going  on  to 
examine  the  reasons  why  specialty 
dealers  w’ill  find  it  to  their  advan¬ 
tage  to  sell  this  product,  let  us  .stop 
a  moment  and  analyze  its  advan- 
(Continued  on  Page  42) 
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TN  every  transaction  handled  by 
a  Building  Specialtie.s  Dealer, 
there  is  a  vital  factor,  all  too  often 
overlooked.  On  that  factor  .some¬ 
times  depends  not  only  the  succe.ss 
or  failure  of  the  particular  tran¬ 
saction,  but  the  growth  of  the 
very  business  itself.  “Your  Unseen 
Salesman’’  can  be  jrut  to  work  for 
you — or  ajrain.st  you,  it’s  up  to  you 
to  decide  just  which  direction  he 
is  Koiiitt  to  take.  Who  is  this  “I’ti- 
sr(  II  SalrsiiKiii  .  .  .  He’s  your 
PUBLIC  KFILATIONS. 

Now  that  phrase  need  not  call 
to  mind  a  plush,  hiKh-powered  pul)- 
licity  outfit.  Nor  should  it  envision 
a  hijrh-pressure  type  of  movie  pub¬ 
licist.  Public  Relations,  despite  the 
rivers  of  tyi)ewriter  ribbons  which 
have  been  worn  out  defininjj  it, 
means,  merely,  jiniir  riUitimis  irifh 
till  l*iihlic.  Seems  simple,  after  all, 
doesn’t  if' 

When  you  take  the  trouble  to 
help  a  harried  hou.sewife  .select  the 
tyj)e  of  .screens  that  be.st  suit  her 
needs  and  or  her  budpret,  that’s 
(fiKid  Public  Relations.  When  you 
over-.sell  a  gullible  prospect,  there¬ 
by  preventing  the  establishment  of 
confidence  in  your  .service,  that’s 
had — and  bad  Public  Relations, 
too! 

Be  Helpful 

When  your  .salesmen  force  their 
way  into  homes  in  overzealous  ef¬ 
forts  to  unload  merchandi.se,  they 
(and  your  firm)  are  re.sented.  Bad 
Public  Relations  a^ain.  .  ,  .  But 
when  your  direct  rej)resentative 
undertakes  to  explore  the  .solution 
of  a  home  remodeling  problem  in 
a  way  that  signifies  Service:  Ah, 
(fund  Public  Relations ! 

You  may  have  the  most  com- 
l)lete  .stock-room  in  the  .state,  but 
if  your  representatives  do  not  spell 
Service  to  your  prospects,  you 
might  as  well  give  up.  People  are 
not  buying  specialty  products;  they 
are  buying  protection  from  the 
elements.  People  are  not  buying 
insulation:  they  are  buying  com¬ 
fort.  If  you  will  follow  the  example 
of  the  great  succes.ses  in  the  field 
and  act  upon  these  i)rinciples,  you 
will  have  e.stablished  a  major  foun¬ 


Good  Public  Relations  Are 
Your  Best  Advertisement 


Here  are  some  of  the  woys  In  which  you  can 
put  this  powerful  sales  tool  to  work  for  you! 


dation  for  the  important  business 
you  are  building. 

"Hoir  Can  I  Helfi  YdiiC  rather 
than  “What  Can  1  Sell  Ynn?"  will 
open  more  doors  wider  to  your 
|)er,sonal  contact,  and  thus  to  your 
certain  .sale.  And  remember  that 
the  .service  given  today  without 
complaint,  even  if  no  .sale  seems 
to  be  immediately  forthcoming, 
may  blos.som  tomorrow  into  a  stur¬ 
dy  plant  which  will  bloom  again 
and  again  into  profits  for  you. 

There’s  a  certain  dealer  not  too 
far  from  you  who  was  bothered 
for  days  on  end  by  the  regular 
ai)pearance  of  a  rather  nondescript 
old  man  who  puttered  around  fool¬ 
ing  with  displays,  asking  endle.ss 
que.stions  and  generally  making  a 
nui.sance  of  him.self.  He  w'ould  di.s- 
appear  for  days,  then  pop  up  like 
a  piece  of  underdone  toast,  just  to 
a.sk  the  .same  darned  questions  all 
over  again. 

His  main  interest  .^eemed  to  cen¬ 
ter  on  Storm  Sash.  The  dealer  who 
is  the  hero  of  this  story  carried 


By  MARK  G.  GILBERT 
Advertising  Director 
Screens  &  Fabricated  Metals  Corp. 


a  well-known  brand  of  storm  and 
■screen  combination  .sash,  and  .sev¬ 
eral  times  had  to  restrain  himself 
when  .seeing  his  unwelcome  visitor 
handle  the  display  .stand,  .switch 
the  .storm  sash  and  .screen.s,  and 
minutely  examine  each  part  for 
Haws. 

The  old  man  acted  like  a  frus¬ 
trated  building  inspector  hungry 
for  a  violation,  and  ju.st  about  the 
time  that  Mr.  Dealer  felt  he’d 
had  enough,  came  over  and  .said: 
“Mighty  good  .storm  sash  combina¬ 
tion.  I’ll  take  500  of  them.’’  Before 
the  dealer  could  recover  his  breath, 
he  went  on  to  explain.  “Seen  the.se 
sash  in  lots  of  places  while  they 
were  finishing  my  development, 
but  the  other  fellows  didn’t  .seem 
to  have  the  patience  you  had  for 
(Continued  on  Page  28) 
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BUILDING  SPECIALTIES 


Photo  at  left  shows  interior  of  full  sized  room  display.  At  right  is  the  exterior  showing  combination  door  and  window. 


Office  Displays  Sell  Products 

N.  |.  dealer  says  full  size  model  rooms  which  demonstrate 
building  specialties  in  actual  use  keep  business  booming 


By  JOHN  T.  RAINES 
Special  Correspondent, 
Building  Specialties 


VISUAL  demon.stration  inside 
the  office  is  the  best  form  of 
.selling.  A  prospect  for  storm  win¬ 
dows,  screen  doors,  Venetian  blinds 
or  other  hou.se  beautification  prod¬ 
ucts  will  be  more  impressed  if  she 
can  visualize  the  item  not  by  itself, 
but  in  comparison  with  the  sur¬ 
roundings  in  which  it  is  placed.  In 
other  words,  a  better  mental  image 
can  be  built  up  by  placing  the.se 
building  specialties  in  a  reali.stic 
environment  to  enable  the  buyer 
to  more  thoroughly  understand  and 
appreciate  what  he  or  she  is  get¬ 
ting. 

That  is  the  merchandising  prac¬ 
tice  being  succe.s.sfully  carried  out 
by  the  newly  opened  Jer.sey  Win¬ 
dow  Insulating  Co.,  132  Park  Ave¬ 
nue,  Plainfield,  N.  J.  Their  entire 
efforts  are  engaged  toward  having 
the  prospect  come  into  their  sales 
office  which  is  located  in  the  heart 


of  the  downtown  busine.ss  area  of 
this  thriving  suburban  community. 

When  the  housewife  arrives  on 
her  shopping  tour  she  is  not  given 
a  .sales  talk  immediately.  In.stead 
she  is  e.scorted  through  a  cozy  liv¬ 
ing  room  which  is  in  part  of  the 
office  and  readily  seen  as  one 
enters.  She  .steps  immediately 
through  the  .screen  combination 
door  on  either  side  of  which  are 
storm  windows  and  into  a  cozy  and 
intimate  living  room  equipped  with 
furniture,  drapes  and  even  flowers 
to  warm  the  heart  of  the  mo.st  ex¬ 
acting  w’oman  cu.stomer. 

Idea  Works  Well 

“This  idea  is  working  splendid¬ 
ly,”  commented  Sales  Manager  J. 
J.  Lombardi.  “My  as.sistant  and  I 
do  little  talking,  while  the  lady  does 
the  looking.  Before  I  know  it  she’s 
inquiring  about  the  .storm  window, 
how  it  w'orks,  what  it  costs,  etc.  In 
le.ss  time  than  it  takes  to  tell  .she’s 
ready  to  have  a  man  call  to  make 
an  estimate. 

“Here  again  p.sychology  plays  an 


important  part.  It’s  preferable  to 
make  the  call  that  evening  while 
she’s  warmed  up  over  the  subject 
and  if  her  husband  can  be  home  at 
that  time.  If  not,  we  delay  the  ap¬ 
pointment  a  day  or  two  later.  But 
when  our  man  arrives  the  lady  is 
enthusia.stic  over  the  storm  win¬ 
dows  she’s  .seen,  has  virtually  con¬ 
vinced  her  husband  of  its  desir¬ 
ability  and  mo.st  of  the  .sales  resi.s- 
tance  is  overcome  before  our  sales 
representative  even  enters  the 
door.” 

While  built-in  storm  and  screen 
windows  in  a  sales  office  may  not 
be  a  particularly  new  novelty  in  the 
busine.ss,  Mr.  Lombardi  points  out 
that  the  practice  does  not  usually 
extend  toward  having  an  entire 
room,  equipped  with  other  reali.stic 
furniture  and  decorations,  placed 
in  a  .<ales  office.  In  .some  cases  only 
the  .side  wall  and  door  are  put  up, 
which  does  not  create  an  entirely 
satisfactory  impression  since  a  vis¬ 
itor  can  see  only  one  side  and  has 
no  chance  to  look  into  or  behind  the 
“prop.” 

(Contivued  on  Page  26) 
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Metal  awnings  can  be  a  very 
profitable  product  for  a  spe¬ 
cialty  dealer  provided  that  he  sells 
energetically  and  chooses  a  dur¬ 
able.  well  designed,  and  carefully 
made  awning.  A  g(X)d  awning 
makes  friends  for  you  and  gets 
you  those  all  important  .sales  that 
result  from  the  recommendations 
of  .-^ati.sfied  cu.stomers.  If  you  are 
intere.sted  in  getting  into  the  awn¬ 
ing  busine.ss  and  would  like  to 
know  how  to  choo.se  one  from  the 
standpoint  of  quality,  here  is  a 
check  li.st  of  points  to  look  for. 

1.  BAKED  ENAMEL  FINISH 
— The  finish  of  an  awning  is  im¬ 
portant  in  determining  its  length  of 
life.  Don’t  be  misled  by  a  good 
looking  paint  job,  be  sure  that  the 
enamel  has  been  baked  on.  Experi¬ 
ence  has  shown  that  air  dry  finish¬ 
es  do  not  withstand  the  tests  of 
weather  and  time  whereas  baked 
enamel  provides  a  strong,  durable, 
good  looking  finish  that  will  resist 
the  worst  extremes  of  summer  and 
winter. 

2.  PRE-TREATED  METAL  — 

Metals  generally  require  a  special 
treatment  before  enamel  will  ad¬ 
here  projjerly.  This  is  particularly 
true  of  aluminum  which  should  be 
etched  and  submitted  to  certain 
chemical  baths  or  coatings  before 


the  enamel  will  bond  properly  to 
the  metal.  Perfect  adhesion  is  not 
obtained  by  inferior  cold  treat¬ 
ments.  Check  with  the  manufac¬ 
turer  to  make  sure  that  the  alumi¬ 
num  used  in  his  awnings  is  pre¬ 
treated. 

3.  DESIGN — If  the  awning  you 
are  thinking  of  choosing  has  sides, 
be  sure  that  it  is  properly  vented. 
This  is  important  bec’ause  the  air 
under  a  metal  awning  can  become 
very  warm  on  a  sunny  day  and  will 
rapidly  build  up  its  temperature 
unless  it  can  quickly  escape 
through  openings  large  enough  to 
permit  rapid  circulation  of  air. 

4.  PARTS — All  parts  should  be 
precision  made  so  that  they  can 
easily  and  quickly  be  fitted  into  an 
assembled  awning.  Uniformity  of 
part  sizes  is  extremely  important. 
Most  manufacturers  of  quality 
aw’nings  make  u.se  of  roller  die 
form  .sections  to  insure  greater 
strength  and  uniformity  in  their 
parts.  Try  assembling  an  awning 
from  different  sets  of  parts  or  by 
scrambling  several  sets.  If  the  parts 


are  uniform  in  size  and  inter- 
chaugcuhle,  you  will  find  it  easy  to 
as.semble  an  awning  from  any  set 
of  parts.  Interchangeable  construc¬ 
tion  is  important  al.so  for  ease  of 
repair.  It  should  be  ea.sy  to  quickly 
replace  any  part  of  the  awning 
without  having  to  dismantle  it  en¬ 
tirely  and  return  it  to  the  factory 
for  repair.s. 

5.  CONSTRUCTION  — Many 
quality  awnings  have  eliminated  as 
much  as  90  per  cent  of  screws  and 
rivets  used  for  assembly.  In.stead  of 
using  the.se  conventional  fasteners, 
some  manufacturers  make  use  of 
“snap-on”  con.struction  or  some 
.system  of  interlocking  the  parts. 
For  the  dealer  “snap-on”  construc¬ 
tion  can  mean  an  enormous  saving 
in  a.ssembly  time  and  during  the 
height  of  the  awning  season  this 
I)ermits  more  rapid  deliveries  at  a 
time  when  it  is  most  important. 
However,  .screws  and  rivets  are  in¬ 
finitely  preferable  to  poor  “snap- 
on”  construction  which  allows  the 
awning  to  come  apart  under  .stress. 

{Continued  on  Page  3\) 


Photo  courtesy  Kitchon  .\faid  Co. 

A  modern,  well  planned  kitchen  that  will  save  the  housewife  many  steps 
and  make  her  task  easier  can  be  made  available  on  a  good  budget  plan. 


The  fnllowiiiK  article  is  an  ex-  This  ideal  plan  for  budget  kitch- 
cerpt  from  literature  of  the  ens  puts  a  modern,  convenient  and 
Mullins  Mfg.  Co.  The  editors  be-  attractive  kitchen  within  the  reach 
lieve  that  the  plan  discussed  here  of  the  typical  homemaker  —  one 
will  be  of  interest  to  ail  dealers  with  modest  means.  It  can  make 
who  wish  to  sell  more  kitchens,  a  “dream  kitchen”  a  reality  for  the 

family  that  would  like  to  remodel 
its  pre.sent  kitchen,  for  the  family 

This  ideal  kitchen  plan  is  simple,  that  is  moving  to  a  ready-built 
It  fits  into  any  budget.  There  home,  or  for  the  one  about  to  build 
are  but  two  basic  points  to  con-  a  new  house.- 

sider.  Fir.st,  new  kitchen  equip-  In  only  comparatively  few  homes 
ment  can  be  selected  on  the  same  do  budgets  permit  a  new  kitchen 
basis  that  furniture  is  purcha.sed  complete  in  all  details  at  one  time, 
for  other  rooms  in  the  house.  A  By  having  a  vision  of  the  future 
minimum  number  of  pieces  can  be  kitchen  in  mind,  the  e.s.sential 
bought  as  a  starter  and  more  added  pieces  of  equipment  can  be  bought 
as  means  permit.  Second,  the  cabi-  and  in.stalled  first.  Then  other 
net  sink  or  electric  sink  should  be  pieces  will  be  added,  .step  by  .step 
considered  as  the  main  work  cen-  as  the  budget  allows,  on  a  pay-as¬ 
ter,  around  which  other  equipment  you-furnish  basis,  until  the  dream 
will  be  placed,  becau.se  most  kitchen  kitchen  is  complete, 
activity  centers  around  it.  The  rea.son  the  position  of  the 


Kitchens 


sink  in  the  new  kitchen  is  decided 
fir.st  is  that  it  is  the  most  important 
work  center.  Two  -  thirds  of  all 
kitchen  work  is  carried  on  here. 
The  location  of  the  sink  and  the 
|K).sition  of  range,  refrigerator  and 
storage  equipment  in  relation  to 
the  sink  determine  the  efficiency 
of  a  kitchen. 

From  the  .standpoint  of  economi¬ 
cal  building  or  remodeling  costs, 
the  location  of  the  sink  is  impor¬ 
tant  al.so.  In  a  new  house,  if  the 
same  main  water  supply  and  drain 
pipes  can  .serve  the  .sink  and  other 
plumbing  connections,  co.sts  will  Im? 
less.  When  remodeling  an  old  kitch¬ 
en,  it  is  practical  to  place  the  new- 
cabinet  sink  .so  that  exi.sting  plumb¬ 
ing  connections  can  be  u.sed.  There 
may  be  times,  however,  when  it  will 
be  advi.sable  to  change  the  sink’s 
location  completely. 

Sink  Is  Important 

The  nature  of  the  sink,  as  well 
as  its  position,  is  an  important  fac¬ 
tor  in  planning.  To  help  the  home¬ 
maker  plan  wise,  most  manufactur¬ 
ers  make  a  wide  variety  of  cabinet 
sinks,  in  different  sizes,  available  to 
the  home  planner. 

Al.so  available  are  electric  .sinks 
and  automatic  dishwashers.  Many 
families,  realizing  that  they  are 
certain  to  want  a  dishwasher  for 
complete  modernization  within  a 
few  years,  believe  that  it  is  wi.ser 
to  get  it  now-  and  .save  themselves 
the  cost  of  conversion  when  the 
time  comes.  And,  as  you  will  see, 
it  is  al.so  possible  to  start  with  a 
cabinet  sink  but  plan  on  the  addi¬ 
tion  of  a  dishwasher  later,  .so  that 
in.stallation  will  be  easier. 
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For  Budget  Conscious  Customers 

You  con  sell  more  cabinets  and  accessories 
with  this  plan  for  home  owners  of  modest  means 


A  waste-disposal  unit  makes  a 
modern  kitchen  ultra-modern.  The 
fully  automatic  food  waste  dis- 
po.ser  simplifies  one  of  the  most  dis¬ 
agreeable  kitchen  tasks.  With  this 
installed  in  a  cabinet  sink,  meal¬ 
time  refu.se  can  Ire  shredded  and 
washed  away  in  short  order.  Ju.st 
as  the  drinking  well  and  outdoor 
laundry  equipment  have  been  aban¬ 
doned  for  modern  indoor  facilities, 
■SO  is  waste  disposal  simplified  by 
bringing  this  activity  into  the 
home.  This  method  of  wa.ste  dis¬ 
posal  is  far  more  sanitary  than  use 
of  a  refuse  can. 

For  a  kitchen  to  be  efficient, 
plenty  of  storage  space  mu.st  be 
provided.  The  amount  and  type 
needed  depends  upon  individual 
conditions.  There  must  be  room  to 
■store  cooking  utensils,  kitchen  lin¬ 
ens,  table  dishes,  glassware,  .staple 
groceries,  small  appliances,  clean¬ 
ing  supplies  and  equipment. 

Although  a  cabinet-type  sink  will 


A  planning  table  where  the  housewife 
can  sit  down  and  write  is  very  handy. 


provide  considerable  storage  space 
for  the  mo.st  frequently  used  clean¬ 
ing  supplies,  linens,  and  many  uten¬ 
sils,  it  is  .still  good  planning  to  have 
storage  cabinets  located  near  it. 

The  ideal  situation  is  to  plan  for 
all  the  needed  storage  space  at  the 
time  a  new  kitchen  is  built  or  an 
old  one  remodeled.  However,  the 
budget  may  not  allow  all  this  at  one 


A  woman  spends  most  of  her  time  in 
her  kitchen  walking  back  and  forth. 

time.  Therefore,  according  to  the 
basic  plan,  the  most  e.s.sential  stor¬ 
age  cabinets  would  be  installed 
first,  and  space  allowed  .so  that 
others  could  be  put  in  place  later, 
a  unit  or  two  at  a  time. 

Ample  work  space  is  as  impor¬ 
tant  as  adequate  storage  space. 
When  enough  counter  space  is  pro¬ 
vided,  work  flows  smoothly  and  less 
time  and  energ>’  are  consumed.  For 
example,  when  a  pie  is  to  be  made. 


When  remodeling  locate  sink  to  make 
use  of  existing  plumbing  connections. 

there  mu.st  be  room  enough  for  the 
nece.s.sary  utensils  and  space  in 
which  to  roll  the  pa.stry.  Work  is 
easier  when  supplies  and  equip¬ 
ment  are  within  arm’s  reach.  Then 
the  job  can  be  carried  on  without 
clutter  and  confusion.  On  the  other 
hand,  efficiency  is  reduced  when 
motions  and  time  are  w'a.sted  mov¬ 
ing  one  thing  to  make  room  for  an¬ 
other. 

One  or  two  drainboards  on  the 
modern  kitchen  sink  provide  extra 
work  space  at  this  much-u.sed  area. 
In  addition,  ba.se  cabinets  wdth 
counter  tops  and  storage  room  be¬ 
low  mav  be  in.stalled  at  other  points 
in  the  kitchen  where  additional 
work  space  is  needed.  A  work  sur¬ 
face  of  high  resistance  to  abrasion, 
heat,  food  acids,  and  other  normal 
kitchen  hazards  is  very  desirable 
and  should  be  planned  on. 

Every  homemaker  wants  her 
{Continued  on  Page  .18) 
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Ideas  ^  Products  ^  Methods 


New  Fold-Down 
Straight-Faced  Nosing 

The  R.  D.  Werner  Co.,  manufac¬ 
turers  of  CHROMTRIM,  have  ju.st 
introduced  into  their  regular  line, 
a  fold-down  type  straight  faced 
nosing  and  edging  in  12  ft.  lengths 
to  match  fold-dowm  sink  frames 
now  made  by  this  company. 


Because  of  the  fold-down  fea¬ 
ture,  only  one  size  opening  is  re¬ 
quired  to  grip  and  assure  a  good 
water-tight  joint  on  all  materials, 
either  plastics  or  linoleum  from 
1/16"  to  Vh". 

Scribing  to  precise  measurement 
is  not  required.  The  fold-down  type 
edging  is  easier  to  use  than  the 
no  drip  nosing  where  the  material 
has  to  be  sprung  into  the  lip.  It 
is  the  ideal  face  metal  to  use  on 
sink  top  installations,  especially  as 
a  companion  trim  to  the  CHROM¬ 
TRIM  fold-down  frame. 

*  «  « 

Metal  Door  Canopy 

The  new’  Sunshade  Door  Canopy 
recently  announced  by  the  Troy 
Sunshade  Company  is  a  radically 
new  concept  in  rear,  front  and  side 
door  protection.  It  is  designed  to 
conform  with  the  architectural 
features  of  the  house,  so  that  it 


appears  as  an  integral  part  of  the 
original  construction,  rather  than 
an  after-thought  which  would  have 
the  appearance  of  an  awning. 

This  canopy  is  48  inches  wide 
with  an  extension  of  37  [-j  inches 
from  the  hou.se  .so  that  it  will  fit 
95%  of  all  single  doorw’ays.  One 
of  the  outstanding  features  of  this 
canopy,  according  to  its  manufac¬ 
turer,  is  its  strength  and  service¬ 
ability.  Armco  Zincgrip  Paintgrip 
Steel  is  used  exclusively,  with  Du- 
lux  baked  enamel  and  side  braces 
of  ornamental  iron. 

Through  the  u.se  of  high-speed 
forming  machinery  and  new  weld¬ 
ing  techniques,  the  Sunshade  can¬ 
opy  can  be  manufactured  so  eco¬ 
nomically  that  the  dealer’s  retail 
price  can  be  kept  under  $25.00. 


Sunshade  Door  Canopies  are 
packed  in  flat  cartons  to  insure 
safe  shipment  and  ea.sy  handling 
— each  carton  with  complete  visual 
instructions  for  a.s.sembling  and 
hanging  so  that  the  dealer  can  sell 
this  product  over  the  counter  to 
those  who  want  to  install  for  them¬ 
selves.  Sunshade  Door  Canopies  are 
furnished  in  white,  green  and  terra 
cotta  and  are  shipped  directly  to 
the  dealer  from  factory  warehouse 
stock. 


Radiator  Shields  and 
Enclosures 


The  Kaufman  Radiator  Shield 
Company  offers  a  full  line  of  radi¬ 
ator  shield  and  complete  enclosures. 
The  shields  are  one  piece  and  con¬ 
sist  of  a  top  and  back  which  ex¬ 
tends  down  to  the  legs  of  the  radi¬ 
ator.  The  back  and  underside  of 
the  top  is  lined  with  insulation  and 
aluminum  foil  .so  that  95*%  of  the 
heat  is  reflected  into  the  room. 

A  du.st  gutter  at  the  front  end 
of  the  shield  catches  most  of  the 
dust  that  circulates  through  the 
radiator.  Tops  include  heavy  steel, 
glass,  marble,  and  other  decorative 
materials.  Complete  enclosures  are 
available  in  a  wide  variety  of  de¬ 
signs.  Insulation  and  aluminum 

foil  are  also  u.sed  in  the  enclosures. 

«  *  * 

New  Inside  Casement 
Storm  Sash 

The  Rolagla.ss  Equipment  Com¬ 
pany,  of  Cleveland,  Ohio,  takes 
pleasure  in  announcing  the  new 
patented  model  of  their  in.side 
storm  sash  for  steel  casement  win¬ 
dows. 

This  new  unit  now’  features 
heavier  .sections  and  interlocking 
{Continued  on  Page  44) 
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For  New  Construction 

Sell  double  Purpose  Windows 


Add  to  your  profits  with  modem  primary  types 
that  hove  built-in  storm  sash  and  screens — 
They  help  sell  new  homes  and  customers  like 
them  because  they  save  money 


Photo  courtesy  Fleet  of  America. 


TV  TANY  dealers,  eager  to  capital- 
ize  on  the  tremendous  mar¬ 
ket  for  windows  which  the  build¬ 
ing  boom  has  created,  have  set  up 
separate  departments  to  sell  pri¬ 
mary  window's  to  builders.  The 
salesmen  in  this  department  re¬ 
quire  special  training  and  usually 
have  a  good  background  in  or  ac¬ 
quaintance  with  the  building  in¬ 
dustry.  The  separate  department 
is  necessary  because  the  technique 
of  selling  to  builders  and  the  type 
of  knowledge  required  are  quite 
diffrent  from  that  used  in  selling 
to  home  owners. 

Such  salesmen  mu.st  have  exten¬ 
sive  contacts  in  the  industry  and 


A  four  track  primary  win¬ 
dow  being  set  into  place. 
Windows  of  this  type  have 
two  extra  tracks  for 
double  hung  storm  sash 
and  screens.  These  win¬ 
dows  come  completely 
packaged  and  can  be 
erected  on  the  walls  as 
soon  as  they  are  removed 
from  their  cartons. 


must  know  general  contractors, 
builders,  building  supply  dealers, 
and  architects.  The  last  named  are 
very  important  since  builders  must 
use  the  type  of  window  specified  by 
the  architect.  Salesmen  are  there¬ 
fore  expected  to  know  enough  about 
the  building  industry  in  general 
and  about  windows  in  particular 
to  do  missionary  work  among  ar¬ 
chitects. 

Of  course,  the  manufacturers  of 
windows  support  his  efforts  by  ad¬ 
vertising  in  Sweet’s  Catalog,  trade 
papers,  and  by  sending  literature 
direct  to  architects  and  builders. 
The  dealer  keeps  a  close  watch  on 
various  sources  of  building  reports 


in  his  locality  so  that  he  can  fol¬ 
low  up  these  leads  as  quickly  as 
possible. 

Unle.ss  the  builder  is  bound  by 
specifications  to  a  particular  win¬ 
dow  the  market  is  usually  wide 
open  for  the  dealer’s  salesman.  As 
every  experienced  dealer  knows,' 
aluminum  windows  have  become 
tremendously  popular  and  build¬ 
ers  are  using  them  in  increasing 
numbers,  whether  packaged  or 
.shipped  the  usual  way. 

Builders  are  attracted  to  pack¬ 
aged  windows  because  it  is  po.ssible 
to  put  them  into  place  quickly  and 
easily  without  having  to  attach  any 
extra  parts  or  equipment. 

All  these  facts  are  part  of  a  tra¬ 
ditional  and  w’ell  know’n  picture. 
Packaged  windows  whether  metal 
or  wood  are  fairly  recent  but  they 
are  no  longer  a  novelty.  One  type 
of  aluminum  window’  now  on  the 
market  does  change  the  picture 
.somewhat  for  building  specialty 
dealers.  Basically,  this  type  is  a 
primary  aluminum  double  hung 
window  with  one  or  more  built-in 
additional  tracks  for  storm  sash 
and  .screen  inserts. 

Thousands  of  these  windows 
have  been  in.stalled  in  homes  and 
projects  in  various  parts  of  the 
country  —  ample  proof  of  real 
builder  interest  in  them.  They  may 
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or  may  not  come  completely  glazed 
in  the  package  depending  on  the 
manufacturer  but  they  usually  have 
some  sort  of  spring  balance  as  an 
integral  part  of  the  window. 

F'or  the  dealer  interested  in  the 
new  construction  market,  this  type 
of  window  represents  a  great  op¬ 
portunity.  At  present,  builders  pre¬ 
fer  to  meet  competition  by  install¬ 
ing  television  sets  and  washing 
machines.  The  majority  rarely  u.se 
combination  storm  and  .screen  sash 
as  an  incentive  to  the  consumer 
even  though  they  know  that  their 
customers  will  inevitably  get 


around  to  buying  the.se  indispens¬ 
able  items  after  they  have  been  in 
their  new  homes  a  few  months. 

Television  sets  are  fun  but  not 
everybody  likes  them  and  they  are 
certainly  not  necessities.  Washing 
machines  cut  laundry  bills  but  they 
represent  a  chore  for  the  hou.sewife 
who  must  do  all  her  own  ironing 
after  using  the  machine.  Combina¬ 
tion  windows,  on  the  other  hand, 
are  truly  indispen.sable  since  they 
reduce  fuel  bills  and  make  the  home 
much  more  comfortable  by  keeping 
the  temperature  in  rooms  much 
mt  re  even  and  by  keeping  du.st  and 


Old  Commercial  Buildings  Can  Be  Greatly 
Improved  With  Insulating  Siding 


To  obtain  a  new  appearance  for 
the  older  place  of  business, 
dealers  and  owners  have  found  that 
Insulating  Siding  and  occasionally 
more  modern  windows  or  metal 
facing  give  the  desired  effect  at  a 
minimum  co.st.  This  was  the  ca.se  of 
the  Hovland  Sheet  Metal  Works  at 
Eau  Claire,  Wisconsin.  They  had  a 
building  that  was  .sound  in  struc¬ 
ture  but  it  was  in  need  of  “dolling 
up.”  Desiring  to  do  the  be.st  job 
possible  with  the  lea.st  amount  of 
future  periodic  repairing  or  serv¬ 
icing,  they  turned  to  insulating 
siding  for  their  new  exterior  ap¬ 
pearance. 

Insulating  Siding  was  selected 
becau.se  it  provided  both  a  new 
outer  wall  covering  as  well  as  a  big 
fuel  .saving  factor.  The  material 
was  nailed  directly  over  the  old 
wood  siding. 

The  Hovland  building  had  been 
difficult  to  heat  for  years  because 


the  walls  were  neither  insulated  or 
windtight.  The  Insulating  Siding 
u.sed.  proved  to  be  effective  in  re¬ 
ducing  fuel  co.sts  becau.se  it  was 
manufactured  on  a  '  ^-inch  core  of 
regular  insulation  board  which 
was  surfaced  with  asphalt  and 
long-lasting  granules. 

Old  facing  paneled  windows  that 
dated  the  Hovland  building  were 
replaced  by  single  sheets  of  plate 
gla.ss,  increasing  cu.stomer  appeal. 
The  new  metal  facing  for  their 
modernization  was  fabricated  in 
Hovland’s  own  shop  from  sheet 
aluminum.  More  positive  light  con¬ 
trol  was  achieved  with  modern  Ve¬ 
netian  blinds. 

After  modernization,  the  Hov¬ 
land  organization  reported  a  re¬ 
markable  increase  in  both  visitors 
and  prospects.  Important  commu¬ 
nity  interest  and  favorable  com¬ 
ments  were  received. 


Eai=ri 


Left:  Hovland  building  before  residing.  Right:  After  residing  with  brick  type 
insulating  siding  the  old  building  is  tremendously  improved  in  appearance. 


dirt  out  of  the  house. 

Combination  .storm  windows 
also  increa.se  living  space  in  the 
winter  and  this  is  a  point  which 
is  important  since  it  can  really  help 
the  builder  to  sell  his  new  homes. 
Modern  homes  have  much  more 
wall  space  devoted  to  windows  than 
older  type  homes.  This  increased 
area  of  glass  when  unprotected  by 
storm  .sash  in  cold  weather  trans¬ 
mits  cold  into  the  room  and  chills 
the  air  for  a  considerable  di.stance 
behind  the  window  even  when  the 
room  is  well  heated. 

The  result  is  that  per.sons  in  the 
room  cannot  sit  near  the  windows 
and  tend  to  retreat  toward  the 
center,  thus  making  the  comfort¬ 
able  living  space  of  the  room 
smaller.  Conversely,  when  storm 
windows  are  in.stalled,  the  comfort 
area  of  the  room  grows  larger  be¬ 
cause  the  home  owner  can  sit  right 
next  to  the  windows  without  di.s- 
comfort,  thus  making  full  u.se  of 
his  living  quarters. 

Year  Round  Comfort 

Once  this  is  explained  to  a  pros¬ 
pective  home  owner,  television  sets 
and  washing  machines  won’t  be 
nearly  as  appealing  as  the  year 
'round  comfort  and  economy  pro¬ 
vided  by  combination  windows. 
Now,  when  you  add  to  this  the  in¬ 
escapable  fact  that  the  new  home 
owner  will  have  to  buy  storm  .sash 
and  screens  anyhow  in  a  fcv. 
months  after  jnirchasing  the  hou.se 
you  have  an  argument  that  will 
persuade  a  great  majority  of  pros¬ 
pective  home  owners  to  buy  the 
home  which  is  already  equipi)ed 
with  .storm  .sash  and  .screens. 

Most  builders  will  not  fail  to 
see  that  such  window'  protection 
gives  cu.stomers  a  great  incentive 
to  buy  their  new  houses  but  they 
may  object  to  the  added  expense  of 
a  complete  .set  of  aluminum  com¬ 
bination  windows.  However,  pri¬ 
mary  windows  which  incorporate 
their  own  .storm  and  .screen  inserts 
are  another  .story,  for  this  type  of 
window  requires  only  one  in.stalla- 
(Conthiued  on  Page  24) 
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How  To  Overcome  The 

Shortage  Of  Salesmen 


Here  ore  some  vaiuable  tips  on  what  to 
do  about  this  problem  from  a  sales 
manager  with  years  of  experience 


By  ROBERT  B.  BUEHNCTON 
General  Sales  Manager 
Keystone  Alloys  Co. 


AS  our  manpower  shorta^o  con¬ 
tinues  to  increase  it  is  very 
probable  that  many  dealers  will  find 
it  difficult  to  obtain  salesmen.  While 
it  is  impossible  to  predict  exactly 
what  will  happen,  it  is  obvious  that 
a  jitreat  number  of  younjr  men  who 
mi^ht  otherwise  become  salesmen 
will  be  attracted  to  war  indu.stries 
or  ab.sorbed  by  the  nation’s  armed 
forces.  However,  there  is  no  need 
to  be  dei)ressed  by  all  this  as  there 
are  some  excellent  metriocis  of  cop¬ 
ing  with  the  situation,  methods 
which  have  been  used  by  some  very 
succe.s.sful  dealers  with  highly  sat¬ 
isfactory  results. 

F'irst  of  all,  we  can  be  sure  that 
the  more  mature  salesman  who  has 
made  good  money  will  not  be  in¬ 
terested  in  war  work  nor  will  he 
be  drafted  into  the  army.  Now 
there  is  a  limit  to  the  amount  of 
work  any  individual  .salesman  can 
do.  The  more  time  he  has  to  spend 
canva.ssing  and  qualifying  custom¬ 
ers,  the  le.ss  time  he  has  for  the  all 
important  job  which  he  does  be.st 
— clo.sing  sales. 

If  we  can  find  a  way  to  conserve 
the  time  of  the  older  and  more  ex¬ 


perienced  .salesman  so  that  he  can 
devote  his  time  to  closing  sales  we 
will  vastly  increa.se  the  number  of 
signed  orders  he  will  bring  in.  One 
way  to  do  this  is  to  team  a  good 
salesman  with  a  woman  canvasser 
or  bird  dog  who  spends  her  time 
qualifying  ))rospects.  She  does  not 
attempt  to  clo.se  any  .sales  but  in¬ 
stead  pa.s.ses  her  leads  along  to  her 
partner  who  specializes  in  thi-  job. 

W«>men  ('anvas.sers 

Bear  in  mind  that  mo.st  canvass¬ 
ers  have  to  deal  with  women  dur¬ 
ing  the  day  and  some  hou.sewives 
won’t  even  op'en  the  door  to  a 
strange  man.  On  the  other  hand,  a 
woman  canva.s.ser  seldom  runs  into 
this  ob.'tacle  and  in  addition  she 
has  a  better  understanding  of  how 
a  woman’s  mind  works  and  can  ap¬ 
proach  the  housewife  on  a  “wo¬ 
man-to-woman”  basis. 

In  ca.se  you  are  skeptical  about 
the  succe.ss  of  such  teams  let  me 
cite  a  concrete  example.  Gene  Pro- 
venzano,  a  dealer  in  Roche.-ter, 
N.  Y.,  who  .sells  from  1200  to  1500 
windows  and  about  250  doors  per 
month,  has  several  .salesman  and 
bird  dog  teams  in  his  hard-hitting 
organization.  One  of  these  teams  is 
Mr.s.  Anne  F'loyd,  a  motherly  wo¬ 
man  of  53  years  of  age,  and  Ralph 


Robert  B.  Buffington 


('atalpho.  Mr.'.  Floyd,  who  does 
the  canvassing,  has  been  .so  suc¬ 
cessful  that  she  spends  two  or 
three  months  in  P'lorida  every 
year.  The  average  of  this  team  is 
from  100  to  135  combination  win¬ 
dows  a  week. 

Of  course,  1  do  not  mean  to  .say 
that  the  bird  dog  has  to  be  a  wo¬ 
man.  Two  well  trained  men  can  do 
an  excellent  job.  For  example,  an¬ 
other  of  Provenzano’s  team.s,  John 
DuPont  and  Charles  Grant,  has 
consistently  obtained  one  sale  a 
day,  including  Sundays  and  holi¬ 
days,  for  the  past  five  months. 

Women  canva.s.sers  are  often 
older  women  who.se  children  are 
grown  up  and  away  from  home,  or 
at  any  rate  they  have  no  pressing 
responsibilities  at  home  and  they 
want  to  earn  a  little  extra-  money. 
If  you  start  by  assigning  the  wo¬ 
man  canva.sser  to  the  block  on 
which  she  lives,  she  will  try  her 
skill  on  all  her  neighbors  and  her 
friends  and  it  doesn’t  take  long 
before  you  can  judge  whether  she 
really  has  the  ability  to  qualify 
customers.  As  she  gains  experience 
(Continued  on  Page  23) 
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B  &  G  Sales  and  Mig.  Co. 
Moves  to  New  Location 

B  &  G  Sales  and  Manufacturing 
Company,  one  of  the  oldest  manu¬ 
facturers  of  storm  sash  in  this  area, 
is  currently  celebrating  19  years  of 
successful  operation  by  the  opening 
of  a  new  streamlined  production 
plant  at  6905  Susquehana  Street, 
Pittsburgh,  Pa. 

The  new  headquarters  includes  a 
modern  testing  laboratory  as  well 
as  a  technically  perfected  produc¬ 
tion  line  for  turning  out  the  com¬ 
pany’s  all  extruded  aluminum 
storm  doors  and  windows,  manu¬ 
factured  under  the  trade  name  of 
“Storm  Wizard.” 

Paul  Keebler,  superintendent  of 
the  new  plant  and  a  company  offi¬ 
cial,  says  B  &  G  is  now  set  up  for 
large  size  operation  and  excellent 
delivery  on  their  nationally  famous 
product,  which  is  achieving  wide¬ 
spread  acceptance  due  to  the  dura¬ 
bility  of  construction  and  mate¬ 
rials,  the  majority  of  which  origi¬ 
nate  in  Pittsburgh. 

4>  *  * 

Nelson  A.  Frohm  Appointed 
By  Alumatic  Corp.  of  America 

The  Alumatic  Corporation  of 
America,  (Milwaukee),  manufac¬ 
turer  of  aluminum  storm  and 
screen  windows,  announces  the  ap¬ 
pointment  of  Nelson  A.  Frahm  as 
National  Sales  Manager.  Mr. 
Frahm  comes  to  Alumatic  with  a 
background  of  long  experience  in 
the  field  of  both  consumer  and  in¬ 
dustrial  sales,  specializing  in  prod¬ 
uct  engineering  and  market  an¬ 
alysis. 


At  Alumatic,  he  will  coordinate 
and  direct  activities  of  franchised 
dealers  throughout  this  country  and 
Canada.  Alumatic’s  home  office  and 
plant  are  located  at  2081  South 
56th  Street  (Milwaukee). 

♦  ♦  ♦ 

Feather-Lite  Appoints  Miller 
As  Notional  Sales  Manager 

The  Feather-Lite  Mfg.  Co.  of 
Detroit,  Michigan,  announces  the 
promotion  of  Mr.  S.  A.  Miller  to 
the  position  of  National  Sales  Man¬ 
ager. 

Mr.  Miller  joined  the  Feather- 
Lite  organization  in  the  Fall  of 
1949  as  Mid-Western  Sales  Direc¬ 
tor.  Mr.  Miller  brings  to  his  new 
position  an  extensive  background 
of  executive  and  sales  experience. 

Since  joining  Feather-Lite,  Mr. 
Miller  has  opened  distributorships 
and  dealer  outlets  to  the  point 
where  they  are  now  enjoying  busi¬ 
ness  from  all  parts  of  the  United 
States. 

This  extensive  sales  program,  a 
greatly  improved  product  and 
backed  with  national  advertising, 
has  caused  the  advancement  of  fu¬ 
ture  expansion  plans.  Feather-Lite 
is  now  engaged  in  a  building  pro¬ 
gram,  once  again! 

The  new  Feather-Lite  plant  will 
adjoin  their  pre.sent  location  in  De¬ 
troit.  The  new  building,  which  will 
double  the  size  of  present  produc¬ 
tion  space,  will  be  devoted  exclu¬ 
sively  to  assembling  operations. 
Approximately  50  employees  will 
be  added  to  the  .staff  when  the 
building  is  completed. 

Completion  of  this  latest  expan¬ 
sion  w’ill  treble  the  facilities  of 


Feather-Lite’s  original  size  and 
Feather-Lite  will  go  into  full  op¬ 
eration,  ready  and  able  to  cope  with 
the  increa.sed  demand. 

«  *  * 

J.  M.  Gwynne  Appointed 
By  Reynolds  Metals  Co. 

J.  M.  Gwynne  has  been  appointed 
manager.  Engineering  Sales,  Build¬ 
ing  Products  Section,  Parts  Divi¬ 
sion,  Reynolds  Metals  Company,  it 
was  announced  recently  by  W.  G. 
Reynolds,  vice  president  and  man¬ 
ager,  Parts  Division,  Louisville, 
Kentucky. 

His  previous  business  connec¬ 
tions  include  Southern  States  Iron 
Roofing  Company  where  he  was 
manager  of  dealer  and  export  sales 
and  project  manager  of  war  con¬ 
tracts.  He  also  was  executive  vice 
president  and  general  manager  of 
U.  S.  Products  Corporation  export¬ 
ing  aluminum  sheet,  building  prod¬ 
ucts  and  prefabricated  houses.  His 
Louisville  headquarters  will  be  at 
2000  South  Ninth  Street. 

*  *  * 

Kirkmon  Named  Mgr.  of 
Strand  Garage  Door  Div. 

Bob  Kirkman  has  been  named 
manager  of  the  Strand  Garage 
Door  Division  of  Detroit  Steel 
Products  Company  of  Detroit, 
Michigan.  This  announcement 
comes  from  E.  C.  Hodges,  vice- 
president  in  charge  of  sales.  Kirk¬ 
man  for  some  time  has  been  repre- 
.senting  the  Strand  Division  in  the 
.southwest  area.  Previously,  he  was 
associated  with  Hunter  Fan  &  Ven¬ 
tilating  Co.  of  Memphis,  Tenn. 
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SMALL  TOWN  DEALERS  WANTED 
Complete  Line  Nationally  Advertised 
UPWARD- ACTING  DOORS  and  OPERATORS 

'X’hy  should  small  town  and  farm  people 
have  to  go  to  the  city  to  buy  modern 
doors  for  their  buildings? 

With  the  Crawford  line  vou  can 
supply  ANY  size  door  in  ANY  price 
bracket — RESIDENTIAL  garage  doors, 
single  or  double  width;  COMMERCIAL 
doors  for  service  stations,  small  fac¬ 
tories,  garages,  farm  buildings;  INDUS- 
TRIAL  doors  for  loading  docks, 
warehouses,  larger  factories  and  storage 
buildings  for  large  farm  equipment. 

Crawford  offers  you  everything  you 
need  to  go  into  this  profitable  business 
with  minimum  investment: 

1  National  Advertising 

^  Local  Advertising  Material- 

newspaper  mats,  folders,  letters, 
booklets,  blotters,  etc. 

3  Competitive  Prices — you  can  meet 
ANY  competition. 

^  Complete  Line — sizes  up  to  30' 
wide  by  18'  high. 

5  Electric  Controls — all  types  includ¬ 
ing  radio. 

^  Quick  Delivery  of  popular  sizes  from 
your  distributor’s  warehouse — no  in¬ 
ventory  problems  for  you. 


DEALER  INQUIRIES  INVITED 


7  Local  Consulting  Service  to  help 
you  sell  the  big  jobs. 

8  Local  Installation  Help  which  you 
must  have  on  big  jobs. 

9  Local  Service  Organization  to 

keep  your  jobs  running  right. 

Crawford  has  made  the  finest  doors  in 
the  country  for  20  years.  Crawford 
Doors  are  known  for  easy,  dependable 
operation — a  very  important  feature. 
Your  local  Crawford  Door  Distributor 
has  a  proposition  for  you  enabling  you 
to  handle  the  complete  Crawford  line 
(including  the  big  industrial  jobs, 
where,  naturally,  the  sale  and  the  profit 
is  bigger)  with  minimum  effort  and 
investment.  This  is  a  real  deal  for  you 
and  you  can  make  good  money  with  it. 
Phone  your  nearest  Crawford  distribu¬ 
tor  or  wire  us  direct. 


CRAWFORD  MARVEL-LIFT  DOORS 
CRAWFORD  MARVEL-LIFT  OPERATORS 
FLEETWOOD  DOORS 
CRAWFORD  DOORMASTER 
CRAWFORD  STYLIST 
are  available  through 

GioivfsrJ  f[X>or 
SoUd  Compofuefl 

in  the  following  cities: 

ALCAMT,  Sherwood  Park.  Renssdaor,  N.  Y.,  Phone:  77-3374 
AMARILLO.  1413  West  36th  St..  Phone;  3-33S3 


■ALTIMOnC,  S910  Falls  Road.  Phone:  Hopkins  1210 
■ILLINet,  1311  Fourth  Ave.,  N.,  Phone;  9-2463 
■  IRMINOHAM,  ALA.,  2630  N.  12th  Ave..  Phone:  4-1712 
■OOMTON.  430  William  St.  Phone;  3018 
■RIOeCPORT.  756  Railroad  Ave.,  Phone:  4-5191 
■UFFALO,  587  Winslow  Ave..  Phone:  Fillmore  3800 
CADILLAC,  313  Haynes  St.  Phone:  1800 
CANADA,  Ottawa.  Ontano,  335  Roosevelt  Ave.,  Phone:  7253-23 
CHARLOTON,  t.  C,  316  Bay  Street.  Phone:  8467 
CHARLISTON,  W.  VA.,  Day  and  Hifht  Bldg.,  Phone:  63331 
CHARLOTTE,  1730  Tryon  St..  Phone:  4-8671 
CHATTANOOeA,2704  E.  28th  St  ,  Phone;  2  9964  ^ 

CHICARO,  1431  W.  Lake  St,  Phone:  Haymarket  1-3930 
CINCIHNATL  Montgomery  and  Lexington,  m 

Phone :  Jefferson  8342  * 

CLEVELAND,  2066  E.  70th  St,  Phone;  Express  1-7000^ 
COLUMBM,  554  West  Rich  St,  Phone:  Main  7858 
DALLAC,  5627  Yale  Blvd.,  Phone:  Emerson  6-2823 
DENVER,  1001  Bannock,  Phone:  Cherry  3114 
DEB  MOINO,  1209  Kao  Way.  Phone:  4-3293 
DETROIT,  4651  Beaufait  Phone:  Walnut  4-9300 
EL  PASO,  1630  £.  Missouri.  Phone:  2-2659 
ELKHART,  1714  $.  7th  St..  Phone:  4-08M 
EVANSVILLE,  421  FuHon  Ave.,  Phone:  3^192 
HARRISRURO,  PENN  A,  31  S.  31st  St.  Phone:  4  507^ 
HOLLTWOOD,  PLORIDA,  P.  0.  Box  65,  Phone:  3534 
HOUSTON,  5229  Griua  Road.  Phone:  Olive  4326 
HUNTINRTON,  1303  Sixteenth  St,  Phone:  2-8753 
INDIANAPOLIS,  P.  0.  Box  6028,  Phone:  Broadway  78# 
JACKSON,  MISS,  P.  0.  Box  2021,  Phone:  5-6478  ^ 

JACKSONVILLE,  2707  Main  Street  Phone:  48535 
KANSAS  CITT,  1730  Oak  Street  Phone:  Baltimore  30lf 
KNOXVILLE,  1915  W.  Cumberland  Ave.,  Phone:  2-603: 
LAWTON,  18  "C  Street  Phone:  1792 
LITTLE  ROCK,  924  E.  Third  Street  Phone:  4-4791 


LOS  ANSELES  107  Arena  St,  El  Sagundo,  Cal, 

Phone:  Oregon  8-2169 

LOUISVILLE,  2425  Lexington  Rd,  Phone:  Hiland  3003 
LUBBOCK,  2217  Clovis  Rd.,  Phone:  2-3125 
MASON  CITT,  521  First  National  Bank  BMg..  Phone:  1 
MEMPHIS  556  Madison.  Phone :  37-7381 
MERIDIAN,  2211  Fourth  St,  Phones:  71  and  72 
MILWAUKES  1940  W.  Forest  Home  Ave., 

Phone :  Evergreen  3-5200 
NASHVILLS  915  Church  St.  Phone:  5-7011 
NEW  ORLEANS  1537  Melpomene,  Phone:  Raymond  7i 
NEWARK,  36-38  Broadway,  Phone:  Humboldt  2-7500 
NEWTON  UPPER  FALLS  90  Unden  St. 

Phone:  Bigelow  4-5495 

OOESSS  106  N.  Belmont  St.  Box  829,  Phone:  2643 


OMAHS  4601  Dodge,  Phone:  Walnut  0890 
PHILADELPHIS  640  Cottman  St.  Phona:  Pilgrim  5-6700 
PHOENI s  Box  2268,  Phone;  5-2183 
PITTBBURSH,  86  S.  26th  St.  Phone;  Everglade  6200 
PORTLANS  ORESON.  936  S  W.  First  St, 

Phone:  Broadway  2658 

ROANOKS  615  Salem  Ave.  S.  W,  Phone:  3-8812 


ST.  LOUIS  1617  Lafayette.  Phone:  Laclede  6500 
ST.  PAUL,  180-184  E.  6tb  St,  Phone:  Garfield  4807 
SALT  LAKE  CITT,  155  W.  Second  S.  St. 

Phones:  9-1930  and  5-9672 
SAN  ANTONM,  427  Westwood  OrivK 

Phone:  Shadyside  4-3177 

SAN  FRANCISCO,  693  Mission  St,  Phono :  GarSeM  1-6971 
SAVANNAH.  12-20  Bay  St  W,  Phone:  7107 
SCRANTON,  313  Mulberry  St,  Phone:  5240 
SHREVEPORT,  111  Patton.  Phone:  7-6776 
SPfllHBFIELD,  ILL,  447  N.  Walnut  Phone:  3-9312 
TAOOMS  P.  0.  Box  1614,  Phone:  Main  0786 
TOLEOa  1011-15  Utica.  Phone:  Adams  8166 
TUUS  1215  So.  Evanston  St,  Phone:  2-4368 
UTICS  1321  Rutger  St.  Phone:  4-6444 
WASHINBTDN.  610  HaH  St.  S.W,  Phene:  National  5853 
WiemTS  1445  S.  McLean  Blvd,  Phone:  2-0455 


iSUilltim  Triple  Track 
Aluminum 


Combination  WINDOWS 


Soles  come  eosy  with  CXCELUM  windows  be- 
couse  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  otuminum,  they  hove 
climinoted  service  colls.  Soles  resistonce  melts 
when  you  ftiow  EXCELUM's  exclusive  feotures 
ond  rigid  construction. 

xcelum  ALUMINUM  DOORS 

Wrtto  for  OotoHs  of  Our  Dhtrthutor  KD  PLAN, 
fxdusfvo  TorrftorJos. 

ica  Sash  &  Door  (o.  « ”  ; 


1.  REDWOOD  is  one  of  the  world’s  finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as  fast  as  thru 
REDWOOD! 

Heat  flows  thru  aluminum  1160  times  as  fa.st  as 
thru  REDWOOD! 

4.  REDWOOD  used  by  the  CAMPBELL  SASH 
WORKS  shows  less  shrinkage  and  swelling  than 
concrete! 

REDWOOD,  —  even  under  conditions  that  favor 
decay,  —  is  one  of  th^  world’s  mo.st  durable  wood.s! 

6.  REDWOOD  DE.4LERS  show  a  greater  percentage 
of  profit  per  dollar  of  merchandi.se  sold. 

We  iiianurartiire  four  different  «lyle>  of  redwood  windows.  You 
will  he  >urpri>rd  ut  the  low  priie  and  lii|!li  quality  of  our  iiin-t 
Itopiilar  .-eller. 

Send  $.1.00  for  a  sample  and  prove  to  yourself  that  you  can 
make  more  money  selling  liedwood.  .411  sample  money  will  be 
refunded  on  return  of  sample,  if  dissatisfied. 

Write  for  Price  Lists 
Delivery  Anywhere 


THE  CAMPDELL  SASH  WORKS 


2409  Wll^ON  AVENUE 


Phone:  52615 


CAMPBELL.  OHIO 


TESTS  PROVE 


Business  Is  Good 


(Coiifitnied  from  Page  9) 


BUILDING  SPECIALTIES 


mortgage  bankers  are  inclined  to 
think  that  the  next  three  to  four 
months  will  .see  a  cutback  in  resi¬ 
dential  construction  of  30  to  50  per 
cent  becau.se  of  credit  re.strictions. 
The  Department  of  Commerce,  on 
the  other  hand  thinks  that  next 
year’s  volume  of  building  may 
equal  the  1949  level  of  $20  million. 

The  aluminum  situation  has 
changed  little  since  it  was  last  re¬ 
ported  on  the.se  pages.  Most  build¬ 
ing  specialty  manufacturers  have 
enough  metal  to  keep  up  to  a  vol¬ 
ume  of  production  clo.se  to  or 
slightly  Ijelow  la.st  year’s.  Some 
manufacturer’s  have  had  to  go  into 
the  gray  market  in  order  to  exj)and 
liroduction  or  to  keep  up  to  last 
year’s  totals.  Many  manufacturers 
have  been  able  to  keep  up  produc¬ 
tions  levels  by  getting  Canadian 
aluminum  which  is  now  coming 
into  the  market  in  great  quantities 
although  not  enough  to  .satisfy  de¬ 
mand.  Unless  the  Government 
greatly  increa.ses  its  aluminum  re¬ 
quirements.  there  is  good  rea.son  to 
believe  that  increasing  American 
production  plus  added  Canadian 
imjiort.s  will  just  about  .satisfy  the 
civilian  demand  for  this  metal. 

Steel  men  are  confident  that  they 
can  meet  both  the  Government’s 
needs  for  armaments  and  stil  keep 
the  civilian  market  supplied.  In 


A  NEW 

PRODUCT  BY  m 


Watch  Future  Issues 
of  This  Magazine 


October,  1950 


ChicaKo,  Secretary  of  Commerce 
Sawyer  recently  said  that  steel  re¬ 
quirements  for  the  military  may  l>e 
less  than  originally  contemplated. 
Actually  the  needs  of  the  military 
are  only  a  fraction  of  the  total 
American  production  and  the  rea- 
■son  for  the  pre.sent  uncertainty 
about  the  steel  supply  is  the  lack 
of  a  definite  .system  of  allocations. 
•Meanwhile  increased  steel  produc¬ 
tion  capacity  totaling  9.4  million 
tons  has  been  promised  by  several 
steel  companies. 

The  lumber  situation  is  peculiar 
in  that  there  is  no  jictual  shortage 
of  wood  but  rather  a  shortage  of 
freight  cars  cau.sed  by  the  Korean 
war.  All  indications  are  that  there 
will  be  sufficient  lumber  and  at  a 
.somewhat  low^er  price  because  of 
the  decline  in  buying  by  builders. 

In  general,  busine.ss  is  still  good, 
busine.ss  loans,  and  consumer  cred¬ 
it  are  at  an  all  time  high  and  al¬ 
though  the  rush  to  buy  specialty 
products  has  slackened  somewhat, 
dealers  are  still  doing  well. 


The  TRIPLE  ACTION  WINDOW 


at  a  Reyolutionary  Low  Price 
THE  ONLY  ANODIZED  TRIPLE  ACTION  WINDOW 
ON  THE  MARKET 


Our  years  of  technical  "know-how"  has  brought  out 
the  "best"  features  in  NU-SEAL.  Its  outstanding  beauty 
and  design  must  be  seen  to  be  appreciated.  Made  of 
heavy  extruded  aluminum. 


The  Low  Price,  High  Quality 
Sensation  of  the  Industry 


One  of  the  HEAVIEST  ex¬ 
truded  aluminum  screen 
doors  on  the  market — 1- 
inch  thick. 


A  Quality  Door  at  a  Sensational 
Price  That  Guarantees  a  Large 
Profit 


Salesman  Shortage 

(Continued  from  Page  19) 

and  confidence  you  let  her  expand 
bloc'k  by  block  (assuming  that  .she 
happens  to  live  in  a  neighborhood 
that  you  consider  suitable  for  sell¬ 
ing  your  product)  giving  her  as 
much  territory  as  she  can  cover 
intensively.  By  selecting  women 
bird  dogs  in  the  various  .strategic 
areas  you  can  soon  have  your  whole 
territory  covered  by  them  and  if 
you  get  enough  good  ones  you  will 
have  plenty  of  leads  to  keep  your 
salesmen  on  the  run. 

If  your  territory  includes  a  rural 
area  try  to  get  yourself  a  bird  dog 
(man  or  woman)  who  is  on  good 
terms  with  the  local  farmers  and 
is  well  liked  by  them.  I  know  one 
dealer  who  employs  a  former  ap- 
prai.ser  of  the  Federal  Land  Bank 
on  farm  loans  and  properties  as  a 
bird  dog.  Because  of  the  friendli¬ 
ness  between  the  farmers  and  this 
former  apprai.ser  the  dealer  has 

(Continued  on  Page  24) 


WRITE  or  PHONE  TODAY 

For  Full  Information 


PHONE  JAmoica  6-9070-71 


JAMAICA,  L.  I.,  N.  Y. 


139-31  QUEENS  BLVD. 


400  W.  COMMERCIAL  ST. 


Phone:  East  Rochester  770 


EAST  ROCHESTER,  N.  Y 


Durable  Plastic  Coatings  for  home  and  industry 
are  applied  with  our  patented  low  pressure 
equipment.  In  a  word  we  call  it  Belsonize. 

Our  exclusive  franchise  arrangements  offer  all 
the  possibilities  you  want  with  a  new  product. 
Write  today! 


BELSON  C0„  Inc. 


27  Mountain  West 
Worcester,  Moss.  64391 


Loborofory 

70  Vesey  St.,  N.  Y.,  N.  Y. 
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IT  WILL  PAY  YOU  TO  INVESTIGATE 

NASH  aluminum 


COMBINATION 

DOOR 

and  NEW, 

TRIPLE-TRACK 

WINDOW 

Established  manjficturer 
otters  new  sliding  type  ex¬ 
truded  aluminum  quality 
units.  The  RIGHT  PROD¬ 
UCT  with  FAST  DELIVERY 
AND  FRIENDLY  FACTORY 
COOPERATION. 

INQUIRIES  INVITED  trom  K.D.  Distributors  and 
Dealers. — Write  for  complete  merchandising  program. 

NASH  ALUMINUM  WINUOW  CORP. 

Main  Office  and  Plant:  45  SOUTH  BROADWAY.  LONG  BRANCH.  N.  J 


N«v  York  tranch: 
$75  Hempsteod  Turnpike 
Clmont  L  1..  N.  Y. 
Florot  Pork  4-3420-1 


Long  Branch  6-5550 

Philodolphio  Bronch: 
1148  N.  Americon  St. 
Philodelphio,  Po. 
Lombord  3-8874 


Boltimore  Bronch: 
9126  Harford  Rood 
Boltimore,  Md 
Boulevord  2222 


Boost  Soles 

With  this  Profitable  Item 

•  Remarkably  low  in  cost.  A  Folding 
awning. 

•  Adaptable  to  casement  or  double- 
hung  windows. 

•  Popular  sizes  available  in  standard 
packages. 

•  Completely  assembled,  reody  For 
quick,  easy  installation. 

•  Modern,  complete  soles  program 
available  to  all  dealers. 

Writ*  or  wire  today  for  information 
on  dealarthipt 

"Nelson  it  the  Name  For  Awnings"! 


Pateafad  and  Patents  Pend. 

115  E.  CARSON  ST. 
PITTSBURGH  19,  PA. 


“Yours  for  the  Asking” 
Free  Literature 
See  Pages  34,  35,  36  and  37 


Salesman  Shortage 

{Continued  from  Page  23) 

been  able  to  secure  a  surprising 
number  of  excellent  leads  with 
very  satisfactory  results. 

Last  but  not  least  is  telephone 
canvassing.  Even  if  you  already 
have  a  good  canva.s.sing  system  go¬ 
ing  full  blast,  it  is  a  wise  idea  to 
make  u.se  of  telephone  contacts. 
You  don’t  have  to  train  your  own 
telephone  canvassers  if  you  make 
use  of  the  excellent  service  sup¬ 
plied  by  most  local  telephone  com¬ 
panies.  At  a  very  moderate  rate 
the  telephone  company  will  supply 
you  with  highly  .skilled  telephone 
canvassers  who  can  do  a  very  fine 
job  for  you  by  making  use  of  a 
cross  reference  directory  which 
lists  subscribers  according  to  street 
addresses. 

This  makes  it  possible  to  keep  a 
salesman  in  a  given  locality  or  dis¬ 
trict  w'here  two  or  three  calls  can 
be  made  each  evening.  Any  or  all 
of  these  methods  will  be  very  help¬ 
ful  to  the  dealer  who  finds  him.self 
faced  with  a  shortage  of  sale.smen. 


Double  Purpose  Windows 

(Continued  from  Page  18) 

tion  and  the  added  cost  is  less  than 
any  storm  windows  the  home 
owner  will  have  to  buy  later.  More¬ 
over,  the  home  owner  w’ill  have  to 
finance  his  own  storm  windows 
under  a  separate  mortgage,  where¬ 
as  if  his  home  is  already  equipped 
with  storm  windows  when  he  buys 
it  one  mortgage  takes  care  of 
everything. 


How  to  Storm  Sash 
New  Type  Multi-Unit 
Picture  Windows 

Read  it  in  the 
October 

BUILDING  SPECIALTIES 


October,  1950 
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LOWEST  COST 
BIGGEST  PROFIT 

CILURSEM 

domLiHotiott 
SCREEN  AND  STORM  SASH 
FOR  BASEMENT  WINDOWS 


CELLAR-SEAL  Combination  Screen 
and  Storm  Sash  units  ore  available 
for  all  standard  steel  basement 
windows.  The  screen  fastens  to  the 
basement  sash  and  is  designed  to 
accommodate  a  glass  panel  insert, 
which  is  quickly  installed  while  the 
screen  is  in  place.  Storm  window 
protection  can  be  provided  within 
a  few  moments  without  a  screen 
storage  problem.  The  metal  frame 
screen  is  wired  with  18x14  mesh 
bronze  screen  cloth.  The  storm 
panel  insert  comes  complete  with 
glass,  and  has  a  metal-edge  binder 
frame  and  attaching  clips  and 
screws. 


I  B.  B.  LESSAH  &  ASSOCIATES 

•  2917  Carnegit  Ave.,  Clevtlond  IS,  Ohio 
S  National  Sales  Distributor 

;  Wo  art  intorostod  in  CELLAR-SEAL  COMBINA- 

•  TIONS.  PItast  send  eeoiplttt  dalo. 

I  □  DISTRIBUTORSHIP  □  DEALERSHIP 

;  □  INFORMATION 

:  NAME  . 

j  ADDRESS  . 

:  PtnENT  BUSINESS . 


Prospects  Are  Where  You  Find  Them 

by  A.  Jasper  Moore 


It  is  in  the  field  of  direct  can- 
vas.sing  that  the  good  salesman 
really  proves  his  worth.  It  is  his 
rea.son  for  being  part  of  the  organ¬ 
ization.  The  company  does  not  need 
him  if  he  is  only  going  to  sit  around 
waiting  for  business,  for  such  busi¬ 
ness  could  well  and  easily  be  han¬ 
dled  by  clerks  or  company  officials 
them.selves. 

By  direct  canvassing  I  do  not 
j  necessarily  mean  “door  bell  ring¬ 
ing”  or  house-to-house  selling.  This 
IS  only  a  small  part  of  canvassing, 
which  in  its  broader  sense  simply 
means  contacts.  Daily  contacts 
with  possible  purchasers,  contacts 
with  those  needing  or  desiring  to 
buy,  .steady,  intelligent  w'ork  in  the 
field,  meeting  and  talking  to  as 
many  prospects  as  you  can — this  is 
the  prime  factor  for  success. 

DON’T  NEGLECT  NEIGH¬ 
BORS.  Many  good,  ea.sy  deals  may 
be  there  right  under  your  no.se. 

i 

Displays  Sell  Products 

(Continued  from  Page  12) 

In  Jersey  Window’s  instance, 
however,  nothing  is  left  to  the 
imagination.  A  prospective  buyer 
can  see  immediately  how'  the  win¬ 
dow  will  appear  in  her  home  sur¬ 
roundings  and  has  a  chance  to  cre¬ 
ate  a  mental  image  and  comparison 
which  sells  the  product  with  little 
or  no  auxiliary  information. 

The  promotion  effort  is  largely 
I  in  newspaper  ads  in.serted  in  the 
city’s  only  daily,  “Plainfield  Cou¬ 
rier-News”  which  blankets  a  fa.st- 
growing  and  wealthy  suburban  and 
rural  section  from  Westfield  down 
j  to  F'lemington.  Ads  are  inserted 
about  three  times  a  week  with  the 
tempo  .stretched  up  at  the  height  of 
the  .season  which  is  about  May. 

Supplementing  these  ads  the  firm 
sends  out  po.stcards  regularly  to  a 
carefully  selected  mailing  li.st  of 
past  accounts  and  persons  who 
they  think  they  are  in  the  market 
for  their  specialties.  A  .staff  of 


If  you  .sell  a  product  in  a  certain 
neighljorhood,  let  other  home  own¬ 
ers  know  of  your  success.  They 
may  want  to  buy,  too,  and  would 
appreciate  an  offer  of  a  demon¬ 
stration. 

PLAN  YOUR  DAY.  Try  driv¬ 
ing  from  home  to  office  by  different 
routes.  You  may  see  a  group  of 
homes  or  apartments  that  would 
provide  lists  of  many  new  pro.s- 
pects  for  you  to  visit. 

And  this  will  increa.se  your  abil¬ 
ity  to  more  thoroughly  cover  the 
territory  allotted  to  you.  You  may 
come  across  .some  homes  you 
haven’t  noticed  before  and  pick  up 
a  few  leads  or  prospects. 

Do  your  relaxing  where  people 
congregate  and  where  you  can  meet 
and  talk  with  them.  A  re.staurant 
is  a  place  where  you  can  frequently 
meet  an  old  acquaintance  or  strike 
up  a  new  friend.ship  .  .  .  good 
.sources  for  business. 


six  outside  .salesmen  follow  leads 
brought  in  through  these  cards  or 
by  making  .sy.stematic  calls  and  can- 
va.sses  throughout  the  area. 

The  mechanical  crew  consists  of 
two  full-time  men  with  one  truck. 

Jersey  Window  Insulating  Co. 
was  located  for  .some  years  in 
North  Plainfield  which  is  adjacent 
to  the  larger  city  of  Plainfield. 
Business  grew  so  fast,  however, 
that  the  firm  decided  to  move  into 
its  pre.sent  quarters  when  a  pre¬ 
liminary  survey  indicated  that  such 
a  move  was  ju.stified,  since  the  ex¬ 
tra  rental  charges  would  be  more 
than  off.set  by  the  ability  to  get 
more  volume  from  pa.ssing  .store 
traffic. 

Before  moving,  however,  Mr. 
Lombardi  worked  out  his  plan  for 
capitalizing  on  a  bit  of  practical 
.sales  p.sychology  through  his  built- 
in  fixture  with  the  view  of  impres.s- 
ing  fastidious  lady  cu.stomers  with 
the  advantages  of  .storm  windows 
set  again.st  the  background  of  the 
House  Beautiful. 
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Permanent  *  No  Maintenance 
Architecturally  Balanced 

For  all  residential  and  commercial  buildings.  Beauty 
and  protection  in  attractive  colors. 


Exclusive  distributor  franchises  still  available  in  some 
localities. 


NEW  ALUMINUM  ARTS  INC. 


530  N.  Drennan  St. 


Houston,  Texas 


See  the  November  issue 
on  how  Security  is 
meeting  dealers'  grow¬ 
ing  demands  for  metal 
weatherstrips,  combina- 
storm  windows  and 


A-153 

FOR  7i" 


A-175 

FOR  1  '/<"  PRICE  TAG 


A.155 

FOR  l'/2 
PRICE  TAG 


with  the 

Exclusive  Built-in 

NON-SLIP 

FEATURE 


Engineered  for  greater  visibility,  less  confusion, 
faster  traffic,  increased  sales.  Check  these  features: 
Price  markers  instantly  visible— price  tags  cannot  be 
accidently  moved  or  dislodged,  and  can  be  changed 
instantly— no  fasteners— modern  and  business-like. 
Price  Tag  Mouldings  are  designed  for  easy,  eco¬ 
nomical  installation. 


ARCHITICTS 
CONTRACTORS 
CHAIN  STORI 

IXICUTIVIS 


Write  for  illustrated 
folder  TOD  AY  I 


TRIMfDGE,  INC. 

4021  MAHONING  AVE.,  YOUNGSTOWN  1,  OHIO 


BUILDING  SPECIALTIES 


Public  Relations 

{Continued  from  Page  11) 

an  old  duffer.  Figured  you’d  be  a 
good  man  to  rely  on  if  anything 
went  wrong.”  Good  Public  Rela¬ 
tions  certainly  paid  off  in  that  case. 

Then  there’s  the  dealer  who  be¬ 
came  intere.sted  in  the  efforts  of 
two  young  couples  who  shared  the 
running  of  an  old  bungalow  to 
split  expenses.  One  or  both  couples 
would  regularly  make  up  li.sts  of 
needed  improvements  and  discuss 
with  him  ju.st  how  far  their  over¬ 
strained  budget  would  go  toward 
the  partial  solution  of  their  dif¬ 
ficulties.  The  dealer  really  tried 
to  help  those  joyful  kids,  suggest¬ 
ing  waiting  for  long-serrice  ma¬ 
terials,  rather  than  loir-cont  items. 

Many  a  time  he  slipped  in  a  few 
more  feet  than  was  .strictly  called 
for,  or  offered  “samples”  which 
the  manufacturer  had  never  in¬ 
tended.  Somehow  the  .story  got  to 
the  ears  of  a  reporter  for  the  local 
new’spaper,  and  it  was  written  up 
as  a  human  interest  feature.  The 
dealer,  who.se  name  was  given 
prominent  display,  is  .still  reaping 
benefit  from  his  little  effort  at 
philanthropy. 


A  LIGHTWeiGHT  TILB  FOR  HEAVYWEIGHT  SALES 

Get  Your  Share  of  This  Profitable  Business 


ALUMINUM  y 

WALL  TILE 

18  SPARKLING  COLORS 

•  BEAUTIFUL  PASTELS  1 

•  POPULAR  MOTTLED  EFFECTS  I  I 

A  glistening  glass  smooth  finish  bonded  to  ALCOA  ^  J 

Aluminum  with  our  exclusive  "Infra-therm"  fusing 

process — will  not  chip,  crack,  craze  or  peel.  — 

•  IDEAL  FOR  OVER-COUNnR  SALES!  Altico  •  THE  BUILDING  BOOM  IS  HERE!  ALTICO— 

individual  tiles  are  designed  for  simple  PRICED  RIGHT  FOR  BUILDERS  —  IS  A 

customer  installation.  Each  sale  is  a  pro-  NATURAL  FOR  DRY  OR  WET  WALL  CON- 

ductive  salesman.  STRUCTION.  FACTORY  COOPERATION. 

DlALtRSHin  OPEN  —  ACT  PAST! _ _ 


For  more  information 
write  to 


Dept.  "A,"  IIS  Roosevelt  Ave.,  Belleville,  N.  J. 


Illustrate  Methods 


nTHTij 


Now  these  .stories,  while  inspir¬ 
ing,  are  not  intended  to  make  a 
sentimental  dreamer  out  of  the 
building  .specialties  dealer.  They 
merely  illustrate  the  methods  by 
which  certain  dealers  aided  their 
bu.sine.ss  by  being  “human.”  In 
similar  manner,  the  alert  merchan- 
di.ser  will  realize  the  direct  relation 
between  friendship  and  sales,  and 
plan  to  build  the  latter  while  en¬ 
larging  the  former. 

More  and  more  emphasis  is 
placed  on  the  woman’s  role  in  the 
purcha.se  of  home-improving  ma¬ 
terials.  Where  only  a  short  time 
ago  her  advice  was  merely  con¬ 
sidered  on  such  esthetic  matters 
as  color  and  de.sign,  today  the 
manufacturer  of  a  popular  item  is 
usually  spending  thou.sands  of  dol- 
{Contimied  on  Page  30) 


Manufacturing. Co.,  Lancaster  2,  Pa. 
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.  .  .  and  This  Means  EXTRA  PROFITS  to 
Dealers  and  Builders  who  Sell  and  Use 


Don't  let  fall  and  winter  building 
catch  you  napping.  There's 
plenty  of  good  business  in  the 
basement.  It  doesn't  take  much 
to  interest  Mr.  Home  Owner  in 
converting  that  extra  cellar  space 
into  a  handsome  play  room. 

'TEL-O-POST  is  a  natural  support 
for  these  rooms.  It  is  sturdy  for 
beyond  the  average  need  —  it  is 
painted  a  natural  gray  that 
blends  well  —  it  is  inconspicuous 

—  it  installs  in  a  jiffy  and  costs 
so  little. 

Use  TEL-O-POSTS  wherever  pos¬ 
sible.  There  are  many  substitutes 

—  but  only  one  'TELO-POST  — 
be  sure  —  ask  for  it  by  name. 
Many  special  features  patented 
under  U.  S.  Patent  2,504,291. 


Extra  light  for  base¬ 
ments  is  readily  attain¬ 
able  through  the  use  of 
BHITE-UTE  areawalls  at 
a  cost  far  less  than 
other  areawalls  of  com¬ 
parable  quality. 


BRITE-UTES  are  made 
of  strong  copper-bear¬ 
ing  steel,  galvanized 
for  lifetime  protection. 
They  come  in  two  de¬ 
signs  in  a  wide  variety 
of  sizes.  And  BRITE- 
LITES  can  be  easily  in¬ 
stalled  by  one  man. 

There's  no  better  area- 
wall  at  any  price!  Write 
for  data  —  prices. 


Ward  si 

larchmont 


COMPA 

"'ARREn  ohi 


'  '^ould  in, 
O"  TIL  on 


Nome  _ 

Addrpj  j 

Cify  .  _ 

Q  0>»lfibu(< 


■STRONG 


O  Tobbtr 
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If  You  Sell  50 
Windows  A  Week 
Ask  about  the 

BUFFCO 

K-D 

EXTRA  PROFIT  PLAN 
★ 

A  screwdriver  is  all  you 
need  to  assemble 
BUFFCO  K-D  UNITS 

No  costly  machinery  needed.  Largest  distribu¬ 
tors  hove  invested  only  $250  to  $300  for 
tooling. 

Fully  extruded  construction  .  .  .  sturdy  .  .  .  has 
no  equal  In  beauty  and  sales  appeal  .  .  .  but 
.  .  it  can  be  sold  profitably  at  a  competitive 
price. 


WRITE  FOR  DETAILS 


OHIO  DIVISION 
ALLIANCE,  OHIO 


BUFFALO  WEAVING 
&  BELTING  CO. 


Established  1890 


THIS  INCINERATOR 
SELLS  FAST 


Outstanding 
Features 
and  Low  Price! 


\ii  ini'incralor  lliiit  appeals  to  home  oMiiers 
heeaiise  of  it^  loH  priee  and  outstanding 
adsanta^es.  Large  eapaeity.  Doulde  insu¬ 
lation-  heavy  duty.  No  working  parts  to 
get  out  of  order.  No  liurning  pilot  light 
when  not  in  Use.  No  odors  or  smoke. 
Portable  type  -ean  he  installed  in  any  loca¬ 
tion.  9iall  type  -installed  in  chimneys,  ('.an 
he  operated  with  or  without  ga-.  as  desired. 


Oldest 

Manufacturer 
af  the 

Most  Complete 
Line  of 
Incinerator 
Equipment 


AMERICAN  INCINERATOR  CORP. 

Detroit  Incinerator  Corp. 

6441  Hastings 
Detroit  II,  Mich. 


A 


INCINERATOR 


Public  Relations 

(Continued  from  Page  28) 

lar.s  in  re.-^earch,  directly  or  other- 
wi.se,  in  order  to  pre-te.st  the 
market,  according  to  milady’.s  pref¬ 
erences.  Even  lumber  yards  are 
recognizing  the  power  of  Mrs. 
Hou.sewife  and  “dre.ssing  up”  to 
receive  her. 

Women  are  flattered,  as  is  any¬ 
body,  to  be  asked  their  opinion 
about  matters  within  their  sphere. 
Here  is  one  way  in  which  to  cap¬ 
italize  on  the  “Quiz  Show’”  idea — 
even  without  prizes.  Have  a  li.st  of 
the  main  items  you  carry  printed 
or  mimeographed,  and  let  your 
salesmen  make  a  survey  of  various 
territories  to  determine  which  of 
these  items  the  lady  of  the  hou.se 
considers  mo.st  important  to  her 
family’s  welfare.  .Vo  selling  should 
he  done  at  thus  time.  But  a  .short 
time  thereafter,  a  nice,  friendly 
letter  of  thanks  for  co-operation 
should  go  out  to  her,  in  which  she 
may  be  offered  special  considera¬ 
tion  with  regard  to  those  items  in 
which  she  has  evidenced  intere.st. 

A  powerful  sales  tool  in  this 
connection  can  be  the  weekly  La¬ 
dies’  Club  Meeting,  at  which  the 
total  .selections  can  be  tabulated 
and  a  prize — of  one  item — given 
the  lady  with  the  be.st  .score.  This 
device  is  u.sed  with  exceptional 
success  in  the  housewares  field ; 


COMING 

SOON! 


PRODUCT  BY 

Watch  Future  Issues 
of  This  .Magazine 
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there  is  no  reason  why  it  may  not 
be  applied  to  building  specialties. 

The  su^ffestions  made  above  are. 
of  course,  only  one  aspect  of  the 
constant  promotion  job  which  eve¬ 
ry  dealer  faces.  These  efforts  mu.st 
be  co-ordinated  with  such  inter¬ 
related  activities  as  publication 
and  phone  book  Advertising,  Di¬ 
rect  Mail,  Publicity,  Home  Show 
participation.  Radio  and  Television 
Co-Operative  Promotions,  and  lim¬ 
ited-area  events,  such  as  Bazaars 
— yet  which  have  an  important 
bearing  on  the  dealer’s  reputation 
in  the  community. 

In  later  issues,  more  specific 
attention  will  be  given  to  the  plan¬ 
ning  and  succe.ssful  use  of  the 
methods  outlined  above,  in  a  man¬ 
ner  that  will  assure  greate.st  effect¬ 
iveness  at  lowest  possible  cost  for 
the  building  materials  dealer. 


Metal  Awnings 

(Continued  from  Page  18) 

Test  such  awnings  by  bracing  your 
f(M)t  again.st  one  side  and  pulling 
again.st  the  other  side  with  both 
your  hands.  You  should  not  be  able 
to  pull  it  apart  even  if  you  bend  it 
slightly  out  of  shape. 

ft.  LOAD  TESTS — A  good  awn¬ 
ing  should  be  light  but  strong. 
Lightne.ss  makes  for  ea.se  of  han¬ 
dling  and  installation  but  bear  in 
mind  that  in  most  parts  of  the 
country  an  awning  may  be  subject 
to  a  heavy  weight  of  ice  and  snow 
while  in  some  areas  very  strong  j 
winds  exert  great  pressure  against 
buildings  and  anything  on  them. 
Many  manufacturers  of  the  fixed 
hood  type  feel  that  such  awnings 
should  be  able  to  with.stand  a  pre.s- 
sure  of  40  pounds  per  .square  foot. 
In  any  case  be  sure  you  are  getting 
an  awning  that  can  withstand  the 
extremes  of  weather  without  col¬ 
lapsing. 

7.  COLORS — Be  sure  that  you 
can  get  a  sufficient  variety  of  colors 
to  satisfy  your  customers.  Remem¬ 
ber  that  while  the  .striped  effect  can 
be  very  attractive  in  summer,  many 
home  owners  consider  them  in- 

(Continued  on  Page  32) 


/n  construction pro(^ucts  CECO  ENGINEERING  mskes  the  hip  aihference 


Complete  Selection  of 


Storm  Window 
and  Screen  Products 

You  won’t  miss  a  profit  oppor¬ 
tunity  when  you  sell  the  Ceco  line. 
For  here  in  one  single  source  are 
proven  profit  promoters  in  storm 
window  and  screen  products  of 
aluminum  and  steel— skillfully  en¬ 
gineered  products  that  meet  cus¬ 
tomer  demand.  Here,  too,  is  fast 
friendly  service.  So  sell  the  line 
that  covers  the  field  best . . .  sell 


Combination  Storm 
Windows  ond  Scroon  Unit 
PrtciMon  cfiKinccred  for 
cjsy  installation  and  serv* 
ice-frcc  operation.  All- 
aluminum — extruded  sec¬ 
tions —  self-storinit- 


Aluminum  Storm  Window 
for  Motoi  Cosomonts 
(losers  entire  window. 
prosidinK  satisfactory  in¬ 
sulation.  (lontrolled  ven¬ 
tilation.  Installed  from 
the  inside,  .\dmits  more 
li){ht. 


CECO. 


Scroons 
Easily  in¬ 
stalled  or 
removed  — 
perfect  fit. 
Require  no 
t ri  mmi  nK 
or  fittintt. 
Liitht.  easy 
to  handle. 
Take  mini¬ 
mum  stor¬ 
age  space. 


Year-around  protection  —  cuts  fuel 
costs— eliminates  screen  storage  prob¬ 
lems.  Full  ventilation.  Can't  rot.  warp 
or  swell. 


Aluminum  Combinotion  Storm 
and  Scroon  Door 

Auxiliary  door  engineered  in 
aluminum— combines  beauty  with 
convenience.  Beautiful  clear  finish. 


CECO  STEEL  PRODUCTS  CORPORATION 

Gonoroi  Officos:  5601  Wost  36th  Stroot.  Chicogo  50,  lllinoit 
Offices,  worehouses  and  fobricating  plants  in  principal  cities 


_ IN  YOUR  FIREBOX _ 

See  at  once  real  combustion  improvement,  oil  types  of  fuel. 

STOPS  DOWN  DRAFT  SAVES  FUEL 

ELIMINATES  CARBON  DEPOSITS. 

Frequent  burner  adjustments  and  cleaning  unnecessary  because 
flues  are  kept  dry  always  by  THERMCAP.  (Formerly  Wigwam  Flue 
Doctor).  Controls  draft  at  the  top  of  the  chimney. 

Satisfaction  guaranteed.  Mailable.  For  lit.  and  profitable  dealer  offer,  address: 

WIGWAM  FLUE  TOP  COMPANY 

ABINGTON,  MASS. 


high  quality 
door  protection  at 
a  NEW  LOW  COST 


fULCAN  METAL 
PRODUCTS  CO.  INC 
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Metal  Awnings 

(Continued  from  Page  31) 

appropriate  or  vulgar  in  winter. 
Conservative  home  owners  are  apt 
to  prefer  solid  shades  with  only  one 
or  two  stripes  of  contrasting  or 
harmonizing  colors.  In  any  case  you 
owe  it  to  yourself  to  see  that  you 
can  find  a  sufficient  variety  of 
colors  to  meet  the  demands  of  all 
types  of  customers.  Beware  of  the 
word  “Lifetime.”  It  is  true  that  an 
aluminum  awning  can  easily  last  a 
lifetime  but  even  the  best  baked 
enamel  job  cannot  last  a  lifetime.  It 
should  last  at  least  as  long  as  a 
good  automobile  finish. 


ARISTOCRAT  Storm  Sash 


Is  acclaimed  by  hundreds  VULCO 
fabricators  as  only  complete  answer 
to  STORM  SASH.  Hardware  fur¬ 
nished  for  three  styles  to  sell  from 
$10.00  to  $20.00  including  100' t. 
markup. 

14  Factory  Trained  Representatives 
bring  factory  proven  methods  into 
your  plant. 

franchises  ovoi/ob/e  without  cost. 

Write  or  Wire  for  Details. 


Installation  Methods 


8.  INSTALLATION— About  the 
worst  thing  that  can  happen  to  you 
is  to  have  one  of  your  awnings  blow 
down  in  a  storm.  An  occurrence 
like  this  will  discredit  you  in  the 
neighborhood  and  make  it  very 
difficult  tor  you  to  .sell  any  more 
awnings  there.  Even  the  best  of 
metal  awnings  will  fail  in  a  wind 
storm  if  not  properly  installed.  Be 
sure  that  the  awning  you  select 
CAN  be  strongly  anchored  to  the 
building.  Visit  some  in.stallations  of 
the  awning  you  wish  to  take  on  and 
inquire  of  the  customers  how  long 
they  have  had  them  and  whether 
they  are  satisfied.  Inquire  particu¬ 
larly  how  well  they  stand  up  against 
wind  storms.  A  reputable  manufac¬ 
turer  will  not  hesitate  to  give  you 
all  the  information  you  need  to  find 
out  about  this  aspect  of  his  product. 

9.  THE  MANUFACTURER  — 
Visit  the  manufacturer  at  his  plant 
if  possible.  You  will  find  that  they 
are  usually  more  than  willing  to 
prove  their  claims  with  actual 
demonstrations  and  the  factory  is 
the  ideal  place  to  do  this.  Here  he 
can  show  you  exactly  how  this 
product  is  made  and  what  its 
superior  points  are. 

These,  in  general,  are  the  main 
points  about  which  you  should  sat¬ 
isfy  yourself  in  regard  to  a  metal 
awning.  There  are,  of  course,  some 
(Continued  on  Page  38) 


.  •  •  open  o  vest  new  market  for  you. 

.  .  .  carteinly  yoM  or*  owar*  of  tho  big 
domond  for  outtido  doer  protoction. 

A  riiggod,  hondtomo  .  .  .  ootily  instolltd 
conopy  et  a  low  rotoit  prico  .  .  .  fhot  it  fho 
reel  onswor  to  volume  soles. 


$unstMide  Door  Conopies  ore  the  eosy  meons 
of  plot  business.  Profitoble  to  you  .  .  . 
increosed  commissions  for  solesmen.  A  door- 
opener  for  your  other  lines  .  .  .  becouse 
there  ore  no  dissotisfied  customers. 


strongest  .  .  .  becouse  mode  of  heovy 
Armco  line-grip,  point-grip  steel.  Beautiful 
becouse  lines  conform  with  the  orchitec- 
turol  lines  of  the  house. 

Shipped  direct  from  the  foctory  ...  in 
heovy,  wire-bound  cortons.  Simple  to  ostem- 
Me  ond  instoll  .  .  .  full  directions  enoble 
customer  to  instoll  himself. 


Becouse  monufoctured  on  high  speed  mo- 
chinery  .  .  .  the  price  will  surprise  you. 
For  eiomple,  the  big  4t"'  conopy  costs  the 
deoler  only  $14. St  .  .  .  con  be  sold  os  tow 
os  $24.30. 


Write  or  use  the  coupon  for  literoture  ond 
prices.  Deliveries  ore  immediote. 


Pro>Toct-U  Venetten  Windows  (Jalousios)  consist 
of  a  series  of  adjustable  glass  vanes,  pivoted  at 
each  end  so  as  to  rotate  about  a  horiiontal  axis, 
and  connected  so  as  to  move  in  untson  by  means 
of  a  smaN  attractive  control  handle. 


Drawtr  190,  Troy,  Okio. 

G«itl*RWn:  PImm  s«id  me  complete  informa. 
tiofi  and  price  lists  on  the  items  checked  below: 
□  Door  Canopies  □  Metal  Awnings 


o  VoatHatiaa :  Ovor  900  af  tho  windatn  aroo 
availaMe  lor  air. 

a  VanaiasrteniatieaWylodiiwaiiifpasItlaa-caa- 
nai  bo  apaaad  bp  proariara. 

0  Ealmdad  atumifHHii  frama.  baOt-ifl  scraaa. 

aasNy  ramaead  far  claaoinf. 
a  Crystal  class.  X  *'  tMch.  In  claar.  obscora  ar 
haat-rasteUnc  SOLEX  Plata, 
o  Waatharticlit  -  No  rain  ar  wind  can  beat  in. 
Vanns  dosa  ^ktly  class  against  glass  with  X  " 
oeorlap.  Including  pasHna  nraatharstrippiiig 
dasica. 


ADDRESS 


Notes  for 
ANUfACTUREN 


A  RESSURE  for  a  price  rise  in  the  steel  in¬ 
dustry  is  mounting  rapidly.  Sharon  Steel 
Company  has  already  announced  a  5%  in¬ 
crease.  Other  steel  companies  are  holding 
back,  however,  until  they  hove  worked  out 
some  agreement  with  the  United  Steel  Work¬ 
ers*  Union  regarding  wage  increases  demand¬ 
ed  by  the  union.  Most  company  spokesmen 
have  indicated  that  they  feel  a  price  increase 
is  inevitable. 


storm  warnin 
lir-light  storm 
instolltt**®"*  ^ 


^  HERE  has  been  little  change  in  the 
aluminum  situation  since  last  month  except 
that  the  Canadians  are  pouring  increasing 
amounts  into  the  American  market.  So  far  the 
Government  has  absorbed  little  of  the  country  's 
production  and  the  allocation  system  set  up 
by  the  major  producers  of  aluminum  is  pri¬ 
marily  to  avoid  excessive  stock  piling.  If  the 
Government  does  not  increase  its  demands  for 
aluminum,  increased  American  production  plus 
added  Canadian  imports  should  about  equal 
the  civilian  demand  early  in  1951. 


Calbar  Caulking 


N  18  pt.  program  of  plant  maintenance 
techniques  has  been  set  ior  discussion  at  the 
Plant  Maintenance  Conference  to  be  held  in 
Cleveland  January  15-18.  The  conference  will 
take  place  during  the  first  three  days  of  the 
Plant  Maintenance  Show  at  the  Public  Audi¬ 
torium  in  Cleveland.  Among  the  topics  to  be 
discussed  are:  Management  for  Maintenance; 
Small  Plant  Maintenance;  Preventive  Mainten¬ 
ance;  Electrical  Equipment;  Power;  Heating; 
and  Lighting. 


rs.  ETTNOLDS  METALS  CO.  has  recently 
published  a  booklet  of  interest  to  manufac¬ 
turers  of  aluminum  products.  Called  "Finishes 
for  Aluminum"  it  is  available  to  chemists,  en¬ 
gineers,  production  men  and  others  without 
charge  when  requested  on  company  letter¬ 
head.  Included  is  information  on  10  cleaning 
treatments.  15  mechanical  finishes,  16  chemi¬ 
cally  produced  finishes,  1 1  electrolytic  oxide 
finishes,  and  others. 


everything 
you  need . 


No  matter  what  your  weatherstrip  re- 
quirements,  you  can  be  sure  of  prompt 
'  ■''T::;  and  efficient  service  from  Central  Metal 

~~  -  -  ~  '—u  _  -•C'l  Strip  Co.  Take  advantage  of  our  com¬ 

plete  line — including  metal  strip,  weather¬ 
strip  tools,  thresholds,  caulking,  screen  guides,  linoleum  bindings,  metal 
moldings,  stair  nosings,  and  special  strips  to  order.  Write  today  for  catalog. 


CW  Devices  To  Aid  Production 
DRAW  PRESS;  Cuts  down  costly  die  and  labor 
operations  connected  with  making  panel 
comers.  Handles  one  comer  at  a  time  with 
single  punch  and  die  is  easily  changed.  Called 
Vulcan-Draw.  it  is  made  by  the  Vulcan  Co. 


CENTRAL  METAL  STRIP  COMPANY 

4343  N.  WESTERN  AVE. 


CHICAGO  18,  ILL. 
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BUILDING  SPECIALTIES 


VeSf  There* s  Plenty  Of 
dollars  On  These  Pages ! 


The  free  information  offered  here  repre¬ 
sents  the  most  expert  knowledge  available 
in  each  specialized  field.  USE  THE 
COUPON  to  secure  the  literature  you  want 
— and  please  PRINT  your  name  and  address 
clearly. 

ALUMINUM  COMBINATION  WINDOWS 

Gloss  set  in  rubber,  self  storing,  all  extruded 
sections,  patented  meeting  rail  for  perfect 
weather  seal.  Rapid  deliveries  of  made-to- 
measure  completely  assembled  window.  Check 
coupon - 1. 

TBIPLE  TRACK  ALUMINUM  STORM  WINDOW 

- Glass  set  in  rubber,  burglar  proof,  fop 

and  bottom  ventilation  quick  delivery  -  2. 


ALUMINUM  SCREENS  Tubular  frame  sec¬ 
tions  of  finest  aluminum.  Fast  selling  and  eco¬ 
nomical.  14  factory  trained  agents  available 
to  help  dealer  with  efficient  production  and 
sales.  For  more  information  check  coupon 
-3. 

3-CHANNEL  ALUMINUM  COMBINATIONS - 

Removable  sill  for  cleaning  ledge,  ventilation 
lop  and  bottom.  Two  channels  for  storm  sash, 
1  lor  screen.  Self-compensating  frame  for  out 
of  square  openings.  Check  4. 

PLASnC  WAU  TILE— HEAVY  MOLDED  OUT 
SIDE  CORNER  TILE - New  heavy  duty  mold¬ 

ed  outside  plastic  tile  corners,  comer  cops, 
comer  feature  stripes,  comer  cove  bases  and 
ideal  field  tile  in  20  f>iain  and  morbelized 
colors  as  well  as  8  cap  and  stiipe  colors —  5. 

ALUMINUM  COMBINATION  WINDOWS  AND 
DOORS - -New  type  sliding  aluminum  ex¬ 

truded  quality  units.  Fast  delivery  and  friendly 
factory  cooperation.  Triple  track  window  avail¬ 
able.  Inquiries  invited  from  KD  dealers,  check 
8. 

PLASTIC  TILE  — Heavy  weight,  shallow  back, 
straight  edge  bevel  for  easy  cleaning,  exclu- 
gives  colors.  Check  coupon —  7. 

SHOWER  DOORS  &  TUB  ENCLOSURES  - 

Made  of  heavy  extrusions  with  bright  Per- 
malume  finish.  Enclosures  hove  double,  rolling 
doors,  overhead  suspension.  Special  jambs 
compensate  for  out  of  square  openings  8. 


MAIL  THIS  COUPON 


BUILDING  SBECIAITIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

I  would  like  literature  or  information  on  the  following: 
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I  am  also  interested  in . 

If  you  want  Building  Specialties  12  months  for  $3.00,  check  here  □ 

Name  . Position . 

Company  . 

Address  . 

Citv . State  . 


INSIDE  ALUMINUM  CASEMENT  STORM  SASH 

- Glides  smoothly  on  rollers,  easy  to  re¬ 
move  and  clean  from  the  inside,  helps  control 
condensation.  Installation  is  extremely  simple. 
Check  coupon  number - 9. 

PLASTIC  WALL  TILE  -  -Interlocking  so  no 
grouting  is  required.  Wide  variety  of  solid 
and  marbleized  colors  available.  Write  for 
information  and  literature.  Check  coupon 
10. 


BASEMENT  COMBINATIONS  For  all  stand¬ 
ard  steel  basement  windows.  Metal  framed 
sash,  bronze  18  x  14  mesh.  Attached  with  clips 
and  screws  11, 

HOME  INCINERATORS  -  Low  priced  for 

mass  market,  double  insulation,  2-bushel  ca¬ 
pacity,  portable  and  built  in  types,  simple 
installation  -  12. 

STORM  AND  SCREEN  SASH  FOR  CASEMENT 
WINDOWS — -All  the  homes  with  casement 
windows  represent  a  good  market  for  storm 
and  screen  sash  —  good  profit,  little  competi¬ 
tion.  Aluminum  sash  stocked  in  one  size  will 
handle  all  size  windows.  Installed  indoors,  it 
makes  profitable  bad  weather"  work  13. 

ALUMINUM  COMBINATION  DOORS - Full 

length  piano  type  hinge,  glazed  in  plastic  with 
or  without  jambs,  non-sag.  Check -  14. 

REDWOOD  STORMSASH  This  sash  will 
show  less  shrinkage  and  swelling  than  con¬ 
crete.  Four  different  styles  of  windows.  Send 
$5  for  sample.  Money  refunded  if  dissatis¬ 
fied —  15. 

KD  ALUMINUM  COMBINAHON  DOORS - 

Made  of  extruded  aluminum,  popularly  priced, 
easy  to  assemble,  specially  reinforced  comers, 
1  inch  thick  doors.  Aluminum  combination 
windows  available.  Check  coupon  -  16. 

CASEMENT  SCREENS —  Standard  sizes  for 
all  makes  of  steel  casements  —  projected, 
pivoted,  basement  or  utility  windows.  Steel  or 
aluminum  frames,  aluminum  shade  screening. 
Low  prices.  Check-- — 17. 

ALUMINUM  COMBINATION  WINDOWS  AND 
DOORS - Knocked  down  aluminum  combina¬ 

tion  storm  windows,  easy  to  assemble  without 
expensive  equipment.  Aluminum  doors  to 
match  hove  full  screen  and  sash.  Steel  case¬ 
ment  and  basement  storm  sash-  18. 

METAL  WEATHERSTRIPPING - Every  possi¬ 

ble  need  can  be  fulfilled  here.  Weatherstrip 
tools,  thresholds,  caulking,  screen  guides,  lin¬ 
oleum  bindings,  metal  mouldings,  stair  nosings, 
and  special  strips  to  order.  Check - 19. 

METAL  CASEMENT  STORM  SASH - Narrow 

frames,  rust  proof  metal.  Sill  removes  without 
tools.  Moves  with  window  and  is  invisible 

20. 


ALUMINUM  AWNINGS  AND  CANOPIES  — 

Fixed,  vented  type  with  or  without  side  pieces 
and  made  of  strong  sheet  aluminum  in  many 
colors.  Distributors  wanted.  Check-  21. 
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GARAGE  DOORS  Generous  dealer  dis 
counts  make  these  doors  exceptionally  proiit- 
able.  A  sectional,  overhead  type,  this  doci 
IS  made  of  aluminum  with  an  exclus.ve  track 
and  roller  design - 22. 

ALUMIKUM  COMBINATION  DOORS.  WIN 

DOWS,  AND  SCREENS - Top  quality  alumi 

num  combination  storm  and  screen  units  and 
all  aluminum  two-panel  doors.  Aluminum 
storm  windows  for  m.etal  casements  which 
:ovet  entire  window  23. 

KD  ALUMINUM  STORM.  SCREEN  WINDOW 

- Get  this  2-track  aluminum  storm  window 

and  screen  which  is  backed  by  28  years  of 
experience.  Precision  made,  protected  terri¬ 
tories.  Check  coupon  for  more  informa¬ 
tion  24. 

ALUMINUM  COMBINATIONS  May  be  had 

in  regular  or  self-storing  types.  Furnished  in 
plain  or  anodized  aluminum.  For  dealer  dis¬ 
tribution  information  check  coupon  25. 

VENETIAN  WINDOWS  Have  adjustable 
glass  vanes  pivoted  at  each  end.  weather-tite, 
aluminum  frames  built-in  screen  — 26. 

3-TRACK  ALUMINUM  COMBINATION  WIN¬ 
DOW  -  Three  unit  sub-assembly  easily  as¬ 
sembled  on  the  job,  minimum  inventories  oi 
prepackaged  units.  Pliofilm  wrapping  saves 
cleanups,  self  squaring.  Track  spreader  per¬ 
mits  easy  removal  of  inserts  and  magic  clutch 
holds  insert  in  any  position.  Check  coupon 
for  more  information  -  27. 

3-TRACK  COMBINAnONS  &  DOORS - Made 

of  heavy  extruded  aluminum,  window  is 
triple  track.  Custom  made  to  measure  with 
permanently  sealed  joints.  Door  has  own 
frame,  aluminum  bottom  panel.  Check  num¬ 
ber—  28. 

ALUMINUM  WALL  TILE  Made  of  aircraft 
aluminum,  this  wall  tile  is  available  in  18 
beautiful  colors  fused  to  the  metal  by  special 
process.  Finish  will  not  chip,  crack,  craze  or 

peel.  Individual  tiles  easy  to  apply.  Check - - 

29. 

AWNING  WINDOWS  Toxic  treated  against 
rot,  fungus,  termites.  Lumite  screen  with  every 
unit.  Operated  by  one  small  handle.  Ideal  for 
porch  enclosures  30. 

FIRE  SCREEN  Has  heat  treated  glass  doors 
that  swing  on  piano  hinges.  Has  solid  brass 
frame.  Lets  heat  enter  room  but  keeps  drafts, 
soot,  and  dust  cut.  Ideal  for  Christmas.  Check 

- 31. 

KD  ALUMINUM  COMBINATION  DOORS 

Made  of  extruded  aluminum,  popularly  priced, 
easy  to  assemble  specially  reinforced  comers, 

1  inch  thick  doors.  Aluminum  combination 
windows  available.  Check  coupon - 32. 

ALUMINUM  AWNINGS  Fixed,  ventilated 
type,  fully  waterproof,  wire  variety  baked  on 
colors.  Mfr.  offers  franchises.  Check-—  33. 

{Continued  on  Page  36) 


“Thar’s  GOLD  in  them  thar 


''■':rr^jALousiEsr’ 


fj(a/eiH.Ue>  windows  and  doors 

Yes,  whether  you  figure  in  terms  of  good  profits,  fast  turnover,  added 
soles  appeal  —  or  just  plain 'friend-making'— these  ultra  modern  Jalousies 
are  a  worthy  addition  for  you.  And  they're  simplicity  itself  to  install! 

ludman  jalousies  give  'that  added  beauty  touch*  to  a  house  —  they 
have  novel  customer  appeal,  and  they're  performance  proven  to: 


•  Provide  100%  ventilation  and 
protection. 

•  Increase  'living  space." 

•  Make  porches  cooler  in  sum¬ 
mer,  warmer  in  winter. 


•  Control  ventilation  with  a 
'twist  of  the  wrist." 

•  Let  air  in,  keep  rain  out. 

•  Make  every  window  a  picture 
window. 


Standard  and  custom  sizes,  with  removable  inside  screens  and  storm 
sash  are  available  with  glass,  aluminum  or  wood  louvers.  Shipped  com¬ 
pletely  assembled  or  knocked-down.  Jalousie  hardware  available 
to  other  manufacturers. 

Painttakingfy  produced  by  the  mokers  of  AUTO^LOH  Atuminum  Awning  Windows. 

Inquire  about  available  dealerships 

LUDMAN  CORPORATION 

INGINCCRING  PIONllRS  IN  AWNING  AND  JAlOUSIt  WINDOWS 

DEPT.  BS-10  •  P.  O.  BOX  4541  •  MIAMI,  FLORIDA 


NOW! 


Let’s 
Talk 
About 

GREATER  PROFITS 
THROUGH  FASTER 
LABOR  SAVING  SALES 

EXTRUDED  ALUMINUM  2  TRACK  WINDOW 


WINSULiTE  MANUFACTURING  CO. 

717-29  N.  CENTRAL  AVE.,  BALTIMORE  2,  MD. 
Write  Phone  Eostern  6868 


Self-Storing  Outside  and  Inside! 

IMMEDIATE  DELIVERY 
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BUILDING  SPECIALTIES 


Plenty  of  Dollars 

(Conti nued  from  Page  35) 

Check  Coupon  on  P.  34 

ALUMINUM  AWNINGS  -  Fixed,  permanent 
hood  type,  with  side  pieces  and  vented  to 
prevent  accumulation  of  heated  air.  Will  not 
warp,  saq,  or  rust.  Sizes  available  windows, 
doorways,  storefronts  and  patios.  Check 
coupon — —34. 

ALUMINUM  COMBINATION  WINDOWS  & 
DOORS  C  jmbinations  with  removable  sills 
and  interlocking  meeting  rails.  Also  units  that 
compete  with  wood.  Casement  combinations 
for  in  or  outswinging  windows.  Also  triple 
track  combinations.  Combination  doors  of  hol¬ 
low  extruded  sections  complete  with  hard¬ 
ware  and  closure.  Aluminum  full  and  half 
screens,  screen  doors  and  porch  enclosures 
-35. 

ALUMINUM  COMBINATION  WINDOWS  & 
DOORS  -Made  of  63S  ■  T5  aluminum  ex¬ 
trusions  and  spot  welded.  Red  push  button 
controls  ventilation  system.  Quality  products 
at  a  popular  price.  Doors  made  with  non¬ 
sagging  unbreakable  gussets - 36. 

VENETIAN  BUNDS  All  metal,  steel,  alumi¬ 
num,  of  flexalum  slats  with  open  or  enclosed 
metal  head.  Quick  profits,  no  inventory  to 
carry.  Superior,  custom  made  quality  37. 


lALOUSIES  Glass  or  aluminum  for  win¬ 
dows  or  doors.  Provide  100  per  cent  ventilation 
and  protection  yet  let  air  in  and  keep  rain 
out.  Suitable  for  porch  enclosures,  offices, 
schools  and  old  or  new  residences - 38. 

AREAWALLS  &  STEEL  POSTS  Adjustable 
and  fixed  length  steel  building  posts.  Cor¬ 
rugated  oreawalls  for  basement  window. 
Check  39. 

METAL  MOULDINGS  Every  type  of  ex¬ 
truded  metal  moulding  available  including 
price  tag,  skirting,  and  wallboard  mouldings. 
Check  40. 

STORM  &  SCREEN  DOOR  HARDWARE-  — 

Stainless  steel  hinges  half  or  full  mortise  use, 
button  tip,  loose  pm  type.  Also  made  in  brass, 
bronze  and  steel.  Zinc  plated  door  chains 
with  springs.  Silent  latch  that  requires  no 
mortising  has  beveled  escutcheon  plate.  Check 
- 41. 

ALUMINUM  COMBINATION  WINDOW  - 

Made  of  all  extruded  sections.  Glass  inserts 
set  in  rubber,  self  storing.  Overlap  frame  ad¬ 
justs  to  out  of  square  openings.  Covered  miters 
prevent  leakage.  Sent  KD  completely  pack¬ 
aged.  Check  42. 

THREE-TRACK  ALUMINUM  COMBINATIONS 

- Shipped  knocked  down  in  individual 

package,  easy  to  assemble,  immediate  deliv¬ 
ery,  no  investment.  Self-storing  screens-  -  43. 
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PLASTIC  WALL  TILE  4  BATHROOM  ACCES¬ 
SORIES  21  colors  in  tile,  China  and  chrome 
accessories  m  all  price  langes.  Medicine  cabi¬ 
nets  oi  advanced  design.  Check--  44. 

SIDING  Revolutionary  system,  several  tex¬ 
tures,  spray  or  brush  on  concrete,  asbestos, 
masonry,  etc.  Check  45. 

ALUMINUM  COATING  SERVICE  Will  coat 
aluminum  or  .steel  by  the  mile  with  finish  that 
will  not  crack,  craze,  chip,  peel,  or  chalk. 
Also  do  forming,  slitting  and  shearing.  Check 

46. 

GARAGE  DOORS  National  manufacturer 
with  outstanding  reputation  wants  dealers  in 
small  towns  to  sell  sectional  overhead  wood 
garage  door.  Competitive  prices,  national  ad¬ 
vertising,  local  adveitising  material,  sizes  up 
to  30'  wide  x  18'  high,  quick  delivery,  electric 
controls,  local  installation  help  and  service 
organization.  Check  coupon  47. 

RADIATOR  ENCLOSURES  Wide  variety  of 
sizes  and  styles,  made  more  efficient  by  insula¬ 
tion  and  aluminum  foil,  liberal  profit.  Check 

48. 


TRIPLE  TRACK  COMBINATION  WINDOW - 

New  and  improved  triple  track  all  aluminum 
combination  window  has  real  tracks  not  chan¬ 
nels.  Sash  raise  and  lower  to  any  level,  no 
storing  necessary.  Also  combination  d:or  with 
heavy  extrusions  of  63ST5  alloy,  expander  on 
sill,  double  thick  glass  aluminum  wire  screen. 
Complete  hardware  included.  Immediate  deliv¬ 
ery.  Check  coupon  49. 


WOOD  COMBINATION  WINDOW  -  Made  of 
finest  kiln-dried  California  Redwood  with  built- 
in  ventilator  at  no  extra  charge  with  new 
picture  style  frame.  Three  week  minimum  deliv¬ 
ery.  Attractive  mots  to  aid  sales.  Check  50. 


ALUMINUM  SCREENS  Made  entirely  of 
aluminum  for  wood  windows  and  metal  case¬ 
ment  windows.  Light  weight,  easy  to  install, 
need  no  painting  and  non-staining.  Check 

- 51. 

GUTTER  TUBE  Internally  supported  bronze 
mesh  tube,  3"  in  diameter  will  keep  roof  gut¬ 
ters  from  clogging  because  of  leaves.  Handy  5' 
lengths  easily  installed  without  special  tools. 
Retails  at  49<.  Dealer  discount  33-1/3%  added 
profit  in  installation.  Check - 52. 


FLUE  TOP - Saves  fuel,  eliminates  down 

drafts  and  carbon  deposits.  Improves  combus¬ 
tion.  Satisfaction  guaranteed.  Mailable.  Check 

-  53. 

SECTIONAL  ALUMINUM  FLAG  POLE - Light 

weight  21  ft.  flag  pole  constructed  in  4  tele¬ 
scopic  sections  with  pin  stops  for  rigid,  long 
lasting  service.  Complete  with  rope,  fittings 
and  topped  by  brass-finished  eagle.  Check 
- 54. 


METAL  DOOR  CANOPIES  -  Made  of  strong 
Armco  zinc-grip  steel,  rugged,  handsome, 
shipped  direct  from  factory  in  wire-bound 
cartons.  48"  canopy  costs  only  $14.59  to  dealer. 
Check — 55. 


ONLY  ARLITE  CAN  DARE 
TO  MAKE  THIS  CHALLENGE 


COMBINATION  TRIPLE  TRACK  WINDOWS 


Excellent  territories 
now  opening  in  New 
England,  New  York, 
T/)DAr  *  Jersey,  and 

eastern  Pennsylvanio. 


with  the  window 
you  now  sell*., 
or  any  other 
on  the  market 

COMPARE  THESE 
WG  ADVANTAGES 
TO  YOU,  THE  DEALER! 

/.  Amozing,  simplified  3 -unit  sub -assembly 
pacicoge  that's  quickly  and  easily  assembled 
right  on  the  job. 

2.  Minimum  inventories  with  standardized,  in¬ 
terchangeable  prepackaged  units. 

3.  Unique  transparent  Pliofilm  wrapping  keeps 
glass  clean  during  installation.  Soves  clean¬ 
up  time  at  the  end. 

4.  Design  of  window  keeps  installation  time 
down  to  a  minimum,  yet  is  attractive  and 
assures  satisfaction. 

5.  Self-squaring,  "Floating"  inner  frame  easily 
adjusted  to  fit  out-of-squore  windows. 

3.  Prompt  delivery,  good  mark-up,  volume  dis¬ 
counts,  plus  hard-hitting  advertising  and 
sales  promotional  assistance  assure  quicker, 
high  profits. 


I 
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before  they  are  refriKerated.  Milk 
bottles  are  washed  and  meat  wiped 
with  a  damp  cloth  before  they  are 
placed  in  the  refriRerator.  During 
meal  preparation,  dishes  and  uten¬ 
sils  are  washed — some  of  them  sev¬ 
eral  times.  Vegetables  are  .scrubbed 
and  peeled.  Water  is  drawn.  Hands 
are  washed  innumerable  times. 
Then  after  the  meal  is  prepared 
and  .served,  dishes  are  washed.  In 
this  type  of  activity,  it  can  easily 
be  .seen  that  the  sink  plays  an  im¬ 
portant  role. 

Aside  from  food  preparation, 
many  other  activities  take  place  at 
the  sink.  Flowers  are  arranged 
here,  and  special  cleaning  jobs, 
such  as  light  laundry,  are  done. 

Sink  and  Range 

Although  the  range  is  an  impor¬ 
tant  piece  of  equipment,  it  gener¬ 
ally  requires  only  occasional  at¬ 
tention  after  food  is  placed  in  the 
oven  or  on  surface  burners.  The 
relationship,  however,  between  the 
range  and  the  sink  is  very  clo.se. 
Water  from  the  sink  is  u.sed  in 
many  cooking  operations.  When 
food  is  cooked  and  removed  to  serv¬ 
ing  dishes,  cooking  utensils  fre¬ 
quently  are  brought  to  the  .sink  and 
rin.sed  or  filled  with  water  .so  final 
washing  will  be  easier.  Thu.s,  the 
advantages  of  placing  the  range 
near  the  sink  can  be  .seen  readily. 

Every  kitchen  needs  a  refrigera¬ 
tor,  but  an  analysis  of  kitchen  ac¬ 
tivities  will  show  that  very  little 
time  is  spent  at  this  piece  of  equip¬ 
ment.  Much  of  the  food  is  either 
prepared  for  refrigeration  at  the 
sink  or  is  taken  from  the  refrigera¬ 
tor  to  the  sink  for  final  prepara¬ 
tion. 

Further  or  more  detailed  analy¬ 
sis  of  the  various  types  of  work 
done  in  the  kitchen  will  make  it 
apparent  that  a  large  share  of  the 
homemaker’.s  day  is  sj)ent  there. 
That  is  why  the  homemaker  is 
eager  to  have  a  plea.sant  kitchen 
that  is  convenient  in  every  detail 
and  which,  budgetwi.se,  is  a  po.ssi- 
bility. 

(Continued  on  Page  44) 
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More 
Volume 

ennoMT 

CORPORATION 

man  ufocf  ur«  rs  of  ploiHc  fi/n 

255  West  79th  Street 
Chicago  20,  Illinois 


"Crescent"  hos  the  "eye-appeal"  tat  the  most  dis¬ 
criminating  buyer — mode  ot  solid  virgin  polystyrene 
with  a  unique,  different  design  and  luxurious 
appearance  with  these  features:  *  3  dimensional 
effect  *  straight  edge  bevel  for  easiest 

cleaning  •  pebble  bock  for  most  powerful 
grip  •  ECONOMICAL — shallow  back  is 

"mastic  miser"  •  best  selectian  of  exclu¬ 
sive  colors  *  heavy  weight,  substantial  tile 
•  will  NOT  chip,  peel  or  croxe  * 
simplest  to  install  *  finest  finished 
surface  *  moisture  resistant. 


GBlLPCRgST 


Boolors  an^ 

"timo  of  noVrl'.Vl!''** 
®*»tr{botorst  Som  ****’*fcufor. 
-vollobio.  torrJtorf,,, 


>  still 


'^DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Immediate  Shipment  —  Lowest  Prices  •  Ask 
About  Kaiser  Shade  Screening  in  Aluminum 
Fromes— Keeps  Rooms  Up  to  20  Degrees  Cooler! 

The  A.  W.  BARNHART  CO. 

138  HIGHLAND  STREET  •  PORT  CHESTER,  N.  Y. 
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Be  SURE  of  your  SALES  with  the  PROFIT-PROTECTED  LINE 


SOLD ,  KD 


STORM  SASH 

CASEMENT  WINDOWS 

Deiigned  Icr  Nw  MASS  HAMH  where  PtOFn  ii  CDEAnSI! 

PERMALt/M  CombinohORS  enjoy 
ever>increosin9  demond.  Con¬ 
structed  properly  .  .  .  designed 
for  beouty  ond  long  life — they're 
pfKed  for  economy-minded  buy¬ 
ers,  too! 

CHECK  THESE  Fitter  FEATURES: 

\  Ruggod  oluminum  oxtru- 
sions. 

V  Sfoinlots  Stool  strtggmg  for 
glidor-sinooth  slido. 


Rottlo-groof  top-chonnol 
dosign,  on  oxcfosiVo  foo- 
toro. 

Inforlocking  mooting  roU. 
Romovoblo  till  for  clooning. 


Some  territories  still  open 
quolified  distributon. 


COMBINATION 

WINDOWS 

COMBINATION 

DOORS 

ofto  oyailabte 


US C 0 

^  ^  WESTBURY  L  I 
ALUMINUM  PRODUCTS  CORP  WEstbury  7  2620 


r^CUSTOM  made 

fcMWeo*" 

ALL  METAL:  Steel,  Aluminum  or  Fleeolum  Slots  with  enclosed 
metol  head  or  open  type  wood  heod. 

Here's  the  beauty  of  featuring  ARDCO;  You  profit 
quickly!  You  need  carry  NO  STOCK — We  keep  you 
supplied  rapidly!  You  handle  a  superior  quality  product 
at  a  price  that  encourages  sales!  Start  profiting  with 

ARDCO.  CUSTOM  MADE  BLINDS 

Per  sq.  ft. 


Hunter  Dauglos  Fiexoium  Aluminum 
Hunter  Doieglos  Sunficx  Aluminum 
iteel 

Cedor  or  Groy  Groined  Aluminum 


36c 


Plost'c  Tope  4c  per  sq.  ft.  qdditionol 
OUR  REGULAR  HIGH  QUALITY  23x36iiS6 
ALUMINUM  STOCK  BLINDS 


23x36x64 


S2.6S  eoch 
S2.80  ca:h 
F  O  B.  N  V 
Egpshell  Slots  and  Duck  Tope — Also  72"  long 
Minimum  stock  blind  order  12  ot  o  time,  any  assortment. 


Wrrfa  For  FREE  odverfising 
matter  and  up-to-date 
salat  kit! 

PROMPT  DELIVERY 


STOBERMFG.CO. 

148-17  HILLSIDE  AVE. 
Jamaica,  L.  I.,  N.  Y. 
REpublic  9-3340 


Metal  Awnings 

(Coiifitiio’d  from  Page  32) 

detail.s  that  are  not  covered  by 
these  points  nor  can  they  be  re- 
jfarded  as  absolute  standards  by 
which  any  and  all  awnings  should 
be  judged.  However,  the  points 
mentioned  above  are  a  very  u.seful 
guide  which  most  dealers  who  are 
unfamiliar  with  metal  awnings  will 
find  helpful. 


Budget  Kitchens 

(Couthiio'd  from  Page  15) 

ideal  kitchen  at  a  price  she  can 
afford.  Family  needs  vary,  so  be¬ 
fore  planning  to  build  a  new  kiteh- 
or  remodel  an  old  one,  each  family 
•■should  consider  the  type  of  activi¬ 
ties  to  be  carried  on  in  the  kitchen : 
the  time  spent  at  the.se  activities; 
the  kind  of  equipment  that  will  con¬ 
tribute  to  efficiency  of  work;  ap¬ 
proximate  cost  of  carrying  out  the 
plan ;  and  the  amount  of  money 
that  can  be  budgeted  for  this  pur¬ 
pose. 

To  understand  fully  and  ajipre- 
ciate  this  ideal  plan,  it  will  be  help¬ 
ful  to  analyze  the  activities  that 
take  place  in  a  kitchen.  An  analy¬ 
sis  of  food  preparation  activities  is 
a  good  starting  jilace. 

First,  when  grix-eries  are  deliv¬ 
ered,  most  fruits  and  vegetables 
are  taken  to  the  sink  to  be  washed 
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Hints  To 
SALESMEN 


y-SeeU  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


fNClOSURI 


DOOR! 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEOED! 

kfd 


//  ijoa  hai't  made  <i  sah  to  the 
neighbor  of  (tug  of  gonr  inosgeets 
alirags  be  nin  e  to  mintalize  on  this 
in  gour  sales  talk.  The  des-ire  to 
keep  up  with  the  Jones  is  verg 
strong  in  most  people  and  onee  gon 
tell  a  prospect  that  her  neighbor 
has  purchased  gonr  product,  gon 
can  be  sure  she  irill  look  upon  it 
with  added  respect  and  interest. 


Smart  dealers  are  buying  V-Seal  knoc 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  $10.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  sh*>p  or  t>n  the  job. 
Installation  is  just  as  simple.  New.  exclusive 
V-Seal  "picture  frame”  construe- 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


Another  excellent  sale.s  “expediter" 
i.s  .social  snobbery.  A  wi.se  salesman 
will  find  out  who  the  most  import¬ 
ant  (not  necessarily  the  riche.st) 
people  in  any  locality  are.  Social 
leaders,  members  of  the  oldest 
families,  etc.,  should  be  the  .sales¬ 
man’s  fir.st  target.  Once  you  have 
.sold  your  product  to  any  one  of 
the.se  people  you  will  discover  that 
an  amazing  numlter  of  people  are 
influenced  by  this  fact  even  if  they 
liave  never  personally  met  Mrs. 
Widget  or  any  of  the  town’s  leading 
lights. 


Buy  at  Distributors  Prices  .  .  .  Moke 
Combined  Distributor,  Dealer  and  Retailer's  Profit 

All  V-Seal  products — Aluminum  Combination  The  Cc 
Windows.  Storm  Sash  for  Steel  (.asements  and  ^ 

Basement  Sash  can  he  bought  knocked  down — a  ^ 

feature  that  makes  it  possible  for  you  to  sell  them  Combinot 
lower,  yet  make  more  profit. 

Eastern  Division,  478  Belmont 

Avenue,  Holedon,  New  jersey  Windows 

Western  Division,  1134  S.  6th  Street,  St.  Louis,  Missouri 


The  easiest  sabject  far  starting  a 
conversation  is  the  weather.  It’s  a 
good  idea  to  tie  in  gonr  product 
with  whatever  the  weather  happens 
to  l>e.  If  it  happens  to  be  cold  point 
to  tin  various  wags  in  which  gonr 
product  protects  the  home  and  its 
onmer  agaitmt  ice,  snow,  or  add 
drafts.  Of  atnrse,  gon  must  men¬ 
tion  the  gear  round  protection  that 
gonr  product  affords  but  keep  in 
mind  that  most  people  think  in 
terms  of  the  present  so  keep  hnm- 
mering  awag  at  the  value  of  gonr 
product  in  the  present  weather.  If 
gonr  prospect  is  coughing  or  obvi- 
onslg  has  a  add,  point  out  how  gonr 
storm  windows  (if  that  is  what  gou 
arc  selling)  will  eliminate  drafts 
atui  protect  his  health.  If  gon  notice 
conden.sation  on  his  windows  point 
to  this  as  a  tgpieal  example  of  cold 
weather  damage  against  which 
your  product  will  protect  his  home. 


Beautiful  as  well  os  practical,  our  shower 
enclosures  cost  the  homeowner  only  a  few 
dollars  a  month!  Buyers  find  dividends  in 
the  luxurious  comfort  of  mirror- bright 
Permolume  shower  doors,  tub  enclosures, 
daylight  shower  stalls  —  builders  soy  it's 
the  best  "extra"  they  con  odd  to  their 
houses.  Moil  the  coupon  NOW  for  full 
details. 


Ovr  Double  ftollaway  Tub  Enclosure,  shown  above, 
installs  on  ony  woll  surface  wtithout  icrewi*  No  drill* 
ing  necesiory!  Awtomotic  interlocking  ports  form  o 
rigid  unit  thot  fits  any  sixe  opening  perfectly.  On 
shower  doors,  our  exclusive  potented  odjustoble 
jamb  compensates  for  out*of*plumb  walls,  insures  a 
custom  fitting  quirk*os-a*wink  instollation. 


tXnfu  Com/fOiUf 


Gentlemen:  BS— ^5 

Pteose  send  me  illustrated  literoture,  outline  of 
your  soles  aid  ond  cooperotive  odvertising  pro* 
grom,  ond  price  lists. 

SHOWER  DOOR  COMPANY  OP  AMERICA 
973  Peachfre*  St.,  N.  S.  Atlanta  S,  Oa. 


Of  AMCRICA 

973  Peachtree  Street,  N.  E.  Atlonfa  5,  Go. 


Address 
City _ 


State 
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New  Low  Prices! - 

ALL-ALUMINUM 

SCREENS 

for  WOOD  WINDOWS 

Also  Available  for 
METAL  CASEMENT  WINDOWS 


•  LIGHT  WEIGHT 
•  EASY  TO  INSTALL 
•  NEED  NO  PAINTING 
•  NON-STAINING 

for  Furfher  Information,  Write 

F  ABRMCO 

P.O.  Box  31  NORTH  BERGEN,  N.  J. 


Scctknml 

Alumimmi 


FLAG 

POLE 

A  bMutifully  design¬ 
ed  light  weight  21 
foot  fleg  pole,  sturd¬ 
ily  constructed  in 
four  telescopic  sec¬ 
tions  with  pin  stops 
for  rigid  long  lasting 
service.  Complete 
with  rope,  fittings, 
end  topped  by  brass 
finished  eagle. 


SMpe  parcel  poet  I 

^iNI  far  a  eatales  | 


NEW  BRITAIN  CONNECTICUT 


Combination  Windows  Eliminate 
Yearly  Storm  Sash  Chores 


Storm  windows  for  decades 
achieved  what  they  set  out  to  do. 
Put  on  in  the  fall,  they  shielded 
the  inner  house  windows  from 
beatings  by  winter  wind  and  rain, 
cut  down  radiation  of  heat  outward 
and  cut  down  drafts  through  win¬ 
dow  casings. 

Putting  them  up  in  fall  and  tak¬ 
ing  them  down  in  the  spring,  how¬ 
ever,  was  quite  a  chore  and  not 
without  hazards. 

Family  Operation 

It  was  usually  a  whole-family 
operation.  The  head  man  climbed 
the  ladder  to  the  second  floor  with 
the  awkward  swaying  sash.  The 
daughter  would  hold  the  ladder 
firm.  The  .son  would  grasp  the 
hooks  from  inside  the  window  and 
put  them  into  the  screw  eyes.  The 
mother  would  have  taken  down  the 
drapes  and  shades  and  would  be 
patiently  waiting  to  put  them  back 
in  place. 

Old  Style  Windows 

This  is  .still  the  procedure  with 
old-style  windows  on  many  homes 
today.  The  chore  of  putting  in 
storm  sash  is  at  hand,  with  the 
taking  down  of  the  screen  as  a 
dusty  side  show. 

Modern  windows,  however,  have 
pretty  much  bypassed  this  installa¬ 
tion  problem.  The  combination  of 
storm  sash  and  screen  that  is  in- 
.stalled  permanently  in  the  case¬ 
ment  has  banished  the  installation 
chore  and  its  hazards. 

Modern  window  units  are  in 
place  the  year  around  and  are  so 
built  that  they  don’t  look  like  a 
glass-patch  afterthought  on  the 
outside  of  the  house. 

The  combination  windows  per¬ 
form  three  functions:  (1)  storm 
protection  with  the  outside  level  of 
glass;  (2)  the  weather  stripping, 
that  is  built  into  the  sash,  and  (3) 
the  screening.  They  are  all  done  by 
one  unit. 


Screened  Ventilation  for  Summer 


Double  Windows 


What’s  more,  modern  units  are 
adjustable,  whereas  the  old-fash¬ 
ioned,  screwed-on  windows  for  the 
most  part  were  not.  In  these  mod¬ 
ern  combination  windows,  the 
glass  is  in  two  sets  of  .sash.  When 
you  w’ant  to  raise  the  lower  sa.sh  it 
slides  into  place  next  to  the  upper 
.sash. 


With  the  weather  attacking  the 
hou.se  and  the  fuel  bill,  you  ju.st 
slide  the  upper  .sa.sh  down  into 
place.  If  you  want  it  part  w'ay 
down,  providing  for  ventilation, 
set  it  that  w-ay.  The  adjustments 
are  simple  and  are  ready  for  quick 
resetting  at  any  time. 
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Double  Your  Business 

with  year-round 

DUAL-VEMT 

Aluminum  Awnings 


STOOPS 

A  DUAL-VENT  Aluminum 
•  il  •»  Awning  over  front  or  bock 

K-D  Plan  or  Packaged  Units  fr 

A  complete  aluminum  °* 

awnini  sold  by  the  box 

*  Amazing  new  design  allows  heat 
to  eKape  qukldy  in  sammer  and 

cool  air  in  winter 

*  Water-tight 

*  Finest  quality  awning  by  test  on 
market 

*  Choice  of  10  beautiful  colors 

„  STORE  FRONTS 

WRITE  FOR  FREE  KIT  dual -vent  Aluminum 

AND  FULL  INFORMATION  to  your  place  of  business, 

ore  fine  odvertising. 

DI5T/t/0UTOfl5 — Some  choice  territories  still  ovoiloblc. 

0(AL£AS— Write  for  nome  of  neorest  distributor. 


PORCHES 

Protect  your  porch  from 
the  elements  with  DUAL¬ 
VENT  Aluminum  Awnin9S 


CONSOLIDATED  ENGINEERING  &  DISTRIBUTING  CO.  OF  AMERKA 


41t  FLORIDA  AVE..  N.E. 


<  Notionol  Distributors) 
(Phene:  Lincoln  3-3141) 


WASHINGTON  2,  D.  C. 


Enjoy  this  Rioli 

Business 

Aiong  ttiih  your  **Hrrad  and Buitrr*^ 


Sure,  doubic  luiii}'  windows  arc 
the  Bread  and  Butter  of  your 
storm  sash  business.  But  don't 
pass  up  tlic  CAKE  — the  many 
limncs  with  taseincnt  windows. 

There  may  he  lewer  of  them, 
but  they  arc  the  ones  that  really 
need  frorKl  storm  sash.  That 
means  easy  sales,  aiul  you’ll  find 
less  competition  and  bififrer 
pnrfit  riit  every  jol>. 

Write  for  plan  that  shows  you 
hr)w,  with  the  smallest  possible 
investment  in  stock,  you  can 
handle  any  casement  window 
job  — at  a  nice  profit  — with 


STORM  and  SCREEN  SASH 
for  CASEMENT  WINDOWS 


ex  ^J^todueix  Coxfioxaiion 

24S  Lincoln  Ave.,  Syracuse  4,  N.  Y, 


Electric  Radiators 

(Continued  from  Page  10) 
tage.-J. 

In  outward  appearance  it  looks 
like  an  ordinary  radiator  except 
for  the  thermostat  on  one  side  and 
the  kIbss  gaufje  on  the  other  side. 
To  operate  it  you  merely  plu>f  in 
the  electric  wire  to  any  hou.se  out¬ 
let,  turn  on  the  switch,  and  set  the 
thermo.stat  for  whatever  tempera¬ 
ture  you  desire. 

There  are  no  moviii}?  parts,  open 
flame.s,  or  glowing  wires  and  .steady 
even  heat  is  provided  without 
sound  or  odor.  The  radiator,  which 
is  made  of  thick  ca.st  iron,  contains 
a  chemical  solution  which  permits 
quicker  heating  as  well  as  greater 
intensity  of  heat.  The  thermostat  is 
completely  automatic  and  has  a 
dial  on  it  with  Fahrenheit  temper¬ 
ature  degrees  from  40  to  110. 

Efficient  and  Economical 

What  makes  this  radiator  so  ef¬ 
ficient  and  economical  is  the  com¬ 
bination  of  the  chemical  solution, 
heavy  cast  iron  body  and  thermo¬ 
stat.  Once  the  proper  temperature 
is  reached  the  thermo.stat  shuts  off 
the  electricity  but  the  radiator  does 
not  get  cool  because  the  chemical 
solution  and  the  cast  iron  body 
continue  to  generate  heat  without 
using  electricity.  When  the  room 
temperature  drops  slightly,  the 
thermostat  turns  the  current  on 
again.  Thus,  although  the  radiator 
is  continuously  generating  heat  it 
is  drawing  current  only  part  of  the 
time.  It  is  this  arrangement  that 


“Garage  Door  Installation’ 
is  one  of  the  valuable 
“Know  how”  articles  in 
the  October 
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niiikes  its  uso  of  electricity  far 
more  economical  than  the  ordinary 
electric  heater.  The  thermo.'^tat 
also  prevents  overheating  or  un¬ 
derheating.  There  is  no  mainten¬ 
ance  and  except  for  keeping  up  the 
level  of  the  liquid  in  the  radiator 
as  shown  by  the  glass  gauge  from 
time  to  time,  the  unit  requires  no 
attention. 

Many  .Advantages 

For  the  specialty  dealer  this 
type  heating  equipment  offers 
many  advantages.  Fir.st.  it  is  not 
necessary  to  be  a  heating  expert, 
electrical  contractor,  or  any  other 
kind  of  speciali.st  to  .sell  this  radia¬ 
tor,  nor  is  any  special  type  of  li¬ 
cense  required.  Secondly,  there  are 
no  in.stallation  problems.  All  you 
do  is  put  the  radiator  in  a  desiri'd 
place  and  plug  its  wire  into  the 
nearest  electric  outlet.  Thirdly,  it 
is  ea.sy  to  sell  becau.se  it  is  the  only 
.self-contained  heating  device  avail¬ 
able  today  which  satisfactorily 
.solves  the  problem  of  providing 
safe,  even,  odorless,  soundle.ss,  and 
economical  heat. 

Finally,  the  market  for  this 
product  is  extremely  broad.  Cus¬ 
tomers  range  all  the  way  from  ten¬ 
ement  dwellers  to  managers  of 
large  in.stitutions.  With  this  prod¬ 
uct  the  specialty  dealer  can  pene¬ 
trate  not  only  the  great  middle 
class  market  but  also  the  enor¬ 
mously  greater  lower  class  market. 


.\  NEW 
PRODUCT  BY 


Watch  Future  Issues 
of  This  .Magazine 


For  the  finest 


1  jl! 

1 

1 

f  ‘ 
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Sjdeai  Storm  and  Screen  Door  Hardware 


NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ea.se  of  installation  .  .  .  requires  no  mortising. 
It  clo.ses  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  guaranteed  against  breakage.  I.,atch 
available  in  stainless  .steel,  aluminum,  brass, 
bronze  and  steel. 

STAINLESS  STEEL  HINGES 

3''x2-*4''  hinges  for  full  surface,  half  surface 
or  full  mortise  u.se.  Button  tip,  loose  pin 
type.  Also  made  of  brass,  bronze  and  steel. 

STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Zinc 
plated.  Stainless  steel  attaching  brackets 
art‘  available. 


COMPLETE  INFORMATION  PROMPTLY  SENT 

Supplying  mosi  of  Amorica*t  aluminum  door  menu- 
focturort.  Alto  manufacturers  of  storm  soth  and 
screen  hardware. 


BRASS  WORKS«INC. 

250  EAST  5TH  STREET  •  ST.  PAUL  I,  MINN. 


KEYSTONE 

ALLOYS  COMPANY 

LATROBE,  PA. 

Wire,  Phone  or  Mail  Coupon  NOW 


When  you  sell  "4  STAR”  KEYSTONE  products. 


it's  like  on  endless  chain . . .  each  installation 


selb  another . . .  price  meets  any  competitioni 


KEYSTONE 

America’s  Finest  Aluminum 

Storm-Screen  DOORS  &  WINDOWS 


We  challenge  comparison  with  any  aluminum 
storm-screen  Doors  and  Windows  for  oil  four 
star  features: 

ir  Permanent  Construction  ★  Usable  Features 
*  Distinguishable  Quality  Economy  Price 

Keystont  offers  practical  features  that  customers  con  read¬ 
ily  see  and  appreciate.  Sturdy,  balanced,  clear  vision  door 
construction  with  full  length  piano  type  hinge  which  elimi¬ 
nates  mortising.  Door  can  be  hod  with  or  without  jomb. 
Self-storing,  TRIPLE  ACTION  Windows  with  special  venti- 
j  .  Icting  louvers.  Adjustable  closure  strip  for  perfect  fitting. 

All  gloss  glazed  in  plastic  for  easy  replacement.  Yes,  low  in- 
stoMotion  cost  plus  no  after  headaches  means  MORE  PROFITS! 

RROMPT  DiLIVIRY  e  AS5IMBLV  PLANTS  COAST  TO  COAST 

KtTSIONf  AUOYS  CO  '  I 

N«'k>a«I  Sales  OB<e.  I 

benedum-Tfees  Ildg  ,  P>'nb*«gh  22.  P*  j 

Send  complete  >niarmat<on  We  «'e  lAteteued  tn  I 


A  NEW 
PRODLX'T  BY 


Watch  Future  Issues 
of  This  MaRazine 
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Budget  Kitchens 

(Continued  from  Page  39) 

In  the  remodeled  kitchen  no 
space  is  wasted.  There  is  more 
room  for  .storing  equipment  and 
more  unbroken  counter  space  than 
in  the  old  kitchen.  Work  and  .stor¬ 
age  space  are  concentrated,  .so  steps 
and  motions  are  reduced  to  a  mini¬ 
mum. 

The  installation  of  a  modern 
double-drainboard  sink  with  spa¬ 
cious  cabinets  makes  the  difference 
between  an  efficient  kitchen  and 
one  in  which  it  is  inconvenient  to 
work.  The  same  range  and  refrig¬ 
erator  can  be  used  as  are  u.sed 
in  the  old  kitchen.  The  locations  of 
the  range  and  .sink  need  not  be 
changed,  but  the  refrigerator  may 
be  moved  to  a  more  convenient 
spot.  In  the  remodeled  kitchen, 
there  is  still  room  for  a  dining  area. 

There  is  often  more  flexibility  of 
arrangement  when  an  entirely  new 
kitchen  is  to  be  built.  As  for  a 
remodeled  kitchen,  work  habits 
should  be  analyzed  before  definite 
plans  are  made.  The  ideal  finished 
kitchen  should  be  kept  con.stantly 
in  mind. 

The  budget  plan  does  not  mean 
tearing  out  or  di.scarding  equip¬ 
ment  which  is  u.sable.  It  does  mean 
that  if  the  homemaker  plans  her 
kitchen  as  she  wants  it  to  be  even¬ 
tually,  she  can  work  toward  that 
goal  a  little  at  a  time  as  the  budget 
will  allow.  The  plan  is  economical 
whether  it  is  u.sed  to  turn  an  old 
kitchen  into  a  modern  one  or  to 
build  a  brand-new  kitchen. 


SiViNEER  CO 
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ORDER  YOUR  1951 
COPY  TODAY  OF  THE 

ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 
$3.00  per  copy 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 


Here  Are  3  Advantages  of 

CaAeco 

STORM  SASH  CASEMENT  WINDOWS 


Narrow  fromt  ot  sfardy 
ruft-proof  metol — iwver 
needs  pointing — chan¬ 
nels  have  long  life. 


Coseco  storm  sash  have 
better  head  channels 
with  outside  weather- 
stripping— center  strips 
ore  heavier  in  metal 
and  felt — unigue  crimp¬ 
ing  permanently  onchors 
felt  to  metal.  Priced  to 
meet  any  competitionl 


COMING 

SOON! 


Outside  cosement  win¬ 
dow  con  be  opened 
without  interference 
from  the  storm  sash. 


New  Products 

(Continued  from  Page  16) 
paneLs.  It  will  continue  to  glide  on 
rollers  a.s  it  has  in  the  pa.st.  This 
window  is  not  etched,  but  features 
a  true  anodized,  .soft,  satin  finish 
on  the  outer  frame.  The  Rolaglass 
company  al.so  states  that  there  is 
no  shortage  of  material  and  that 
they  have  adequate  aluminum  on 
hand  to  carry  them  throughout 
the  19.50-51  .season. 


WANT  TO  KNOW  MORE? 

"All  channels  are  mode  for  triple  strength 
gloss.  Fromes  can  olso  be  obtoined  for  double 
strength  gloss."  No  ugly  cross  bors  to  obstruct 
the  view — Coseco  Is  Invisible  and  will  not 
clwngo  the  oppeorance  of  the  casement. 
Oeofenf  Mstrfbwtors.'  TerrHorfes  Open. 

Metal  sii:  con  be  removed  jmuo. 

guichly  and  easily  without  a 

any  tools — lust  lift  them  H 

out. 

Writ*  for  Fold«r  BMlM- 
2M*  Woedbum  Avenue  Oncinoati  4,  Ohio 


Oclober,  1950 


45 


Aluminum  Combination  Door 

B  &  G  Sales  and  Mfg.  Co.  an-  | 
nounces  a  new  aluminum  combina¬ 
tion  door.  Kach  door  is  equipped 
with  three  heavy  gauge  aluminum 
hinges,  with  .stainle.ss  steel  bear¬ 
ings  and  a  non-rising  pin,  guaran¬ 
teed  for  life.  Trade  marked  “Storm 
Wizard,”  each  door  is  surrounded 
and  encased  by  an  all  aluminum 
.jamb. 

An  e.vtruded  .‘5"  wide  aluminum 
frame  houses  three  easily  remov¬ 
able,  “burglar  proof,”  rubber-cush¬ 
ioned  gla.ss  inserts,  which  may  be 
replaced  with  aluminum  .screen  in¬ 
serts  for  warm  weather.  Because 
of  the  vacuumatic  door  check,  the 
glass  is  non-breakable  upon  open¬ 
ing  and  closing  the  door.  A  clever 
“weather  lock”  acts  as  an  inside 
and  outside  .seal  for  each  gla.ss  in- 
.sert. 

The  door  latch  is  solid  aluminum. 
Corners  are  reinforced  with  die- 
ca.st  aluminum  gus.sets.  With  its 
aluminum  .jamb  the  door  is  fully 
1"  in  thickness.  * 

«  « 


DIAMOND 

Introduces  the  NSW  WILDCD 
Storm  Window  Miracle 
(Thanks  to  Our  tngineers) 


TRIAD 


LOWEST 

PRICE 

EXTRUDED 
3  TRACK 
WINDOW 
on  the 
MARKET 


You  must  see 
THIS  WINDOW 
TO  ACTUALLY 
APPRECIATE 
ITS  VALUE 


7  Big  Features 

1.  GLASS  SET  IN  RUBBER 

2  TOP  AND  BOTTOM 
VENTILATION 

3  BURGLAR  PROOF 

4  EASILY  INSTALLED 

5  STURDILY  BUILT 

6.  FINGER  TIP  CONTROL 
7  PROMPT  DELIVERY 


Telephone  —  Wire  or  Write 


DIAMOND  BUILDING  PRODUCTS  CORP. 


3650  EAST  93fd  STREET  Telephone:  VUIcan  3-6260  CLEVELAND  5,  OHIO 


9-Fl.  Wide  Steel 
Garage  Door 

A  new  9-foot  wide  all-steel  gar¬ 
age  door  is  announced  by  Bob 
Kirkman,  manager  of  the  Strand 
(Garage  Door  Division  of  Detroit 
Steel  Products  Company.  The  new 
door,  like  the  rest  of  the  Strand 
line,  will  be  distributed  through 
dealers,  and  shipments  will  begin 
November  1.  1950. 

The  wider  steel  door  combines 
beauty  with  .strength  and  durabil- 
it.v,  according  to  the  manufactur¬ 
ers.  The  e.xterior  features  attract¬ 
ive  horizontal  lines  to  give  a  low 
look.  A  rugged,  new,  X-type  steel 
bracing  has  been  used  to  add 
strength  and  rigidity  to  the  one- 
piece  all-steel  door  leaf.  This  brac¬ 
ing  not  only  withstands  shipping 
and  handling  from  factory  to  com¬ 
pleted  job,  but  assures  the  owmer 
of  lifetime  durability  and  low  up¬ 
keep,  it  is  claimed. 

Being  constructed  with  a  one-  I 
piece  door  leaf,  the  new  Strand 
door  is  quickly  installed. 

{C»)itiiuicd  OH  Pdfii'  46) 
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Now  is  the  Time 

To  Sell  Rain-L-Flo  Gutter  Tube 


With  autumn  leaves  falling,  every  home  needs  Rain- 
L-Flo  Gutter  Tube.  Prevents  stained  walls,  warped 
woodwork,  flooded  basements,  mounting  repair  bills 
caused  by  gutter  overflow  .  .  .  eliminates  the  expen¬ 
sive  task  of  constant  gutter  cleaning.  Proved  by  use 
on  thousands  of  homes;  approved  by  leading  archi¬ 
tects  and  builders. 

Rain-L-Flo,  an  internally  supported  bronze  mesh 
tube,  3-inch  diameter,  keeps  leaves,  etc.,  from  clog¬ 
ging  gutters,  allows  water  to  flow  freely.  Handy  5-foot 
lengths  easily  installed  without  special  tools. 

Display  Rain-L-Flo  and  you’ll  sell  it!  Retails  for 
49c  with  33 '/j%  dealer  discount,  additional  profit  in 
installation.  Average  sale  approximately  $50.00  with 
$16.00  profit  for  you.  Write  today  for  complete  details. 

RAIN-L-FLO  GUTTER  TUBE 


TtCrUt  <  ^atUuf 


WYNNCO  PRODUCTS  CORPORATION 

344  Luckie  St.,  N.  W..  Dept.  II.  Atijnts,  Ccorgie 
Please  send  complete  information  on 

□  Rain-L-Flo  for  my  home 

□  Ratn-L-Flo  Dealership 


City  - 
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Alloy  Tile  Corp .  28 

Alumatic  Corp.  of  America .  47 

American  Incinerator  Co .  30 

Arlite  Industries,  Inc .  37 

Arrow  Metal  Products  Corp .  36 

Barnhart  Co.,  The  A.  W .  39 

Belson  Co.,  Inc .  23 

Brainard  Steel  Co. .  29 

Buffalo  Weaving  &  Belting  Co .  30 

('albar  Paint  &  Varnish  Co .  33 

("older  .Manufacturing  Co .  28 

Campbell  Sash  Works,  The .  22 

Ceco  Steel  Products  C^rp .  31 

Central  Metal  Strip  Co .  33 

Ormak  Tile  Co.,  Inc .  2.5 

Consolidated  Engineering  &  Distrib¬ 
uting  Co.  of  America .  12 

Crawford  Door  Co .  21 

Diamond  Building  Products  Corp.. . .  43 

Eabrico . 40 

Feather-Lite  Mfg.  Co.. .  .22.  30.  38,  43,  44 

Gate  City  Sash  &  Door  Co .  5 

Guildcrest  Corp .  39 

Ideal  Brass  Works,  Inc .  43 

Jamaica  Sash  &  Door  Co .  22 

Jasco  .\Iuminum  Products  Corp .  38 

Jones  &  Brown . Back  Cover 

Kauffman  Radiator  Shield  Co .  46 

Keystone  Alloys  Co .  43 

I.«8sam  &  .Vssociates,  B.  B .  26 

Ludman  Ck>rp .  35 

Nash  .Vluminum  Window  Corp .  24 

Naz,  Inc.,  John  A .  44 

Nelson  Industries .  24 

New  Aluminum  Arts,  Inc .  27 

Norman  Aluminum  Window'  Co .  23 

Paramount  Aluminum  Products  Corp.  4 

Pioneer  Co.,  The .  44 

Pro-test-U  Jalousie  Corp .  32 

Kologlass  Equipment  Co..  Inc .  8 

Roofing.  Siding  &  Building  Special¬ 
ties  Manual .  4 

Security  Sash  &  Screen  Co .  27 

Shower  Door  Co.  of  .America .  41 

Stober  Mfg.  Co. .  38 

.Stylon  Corporation  .  2 

Swain  &  Bridge .  40 

Trimedge,  Inc .  27 

Troy  Sunshade  Co.,  The .  32 

Van  Dette  Mfg.  Co. .  6 

V-Seal  Corp .  41 

Vulcan  Metal  Products  Co.,  Inc .  32 

Warner  Mfg.  Co. .  3 

Weather  Products  Corp .  42 
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Wigwam  Flue  Top  Co .  31 

Winsulite  Mfg.  Co. .  35 
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New  Products 

(Continued  from  Page  45) 

Sliding  Closet  Doors  Have 
Hollow  Metal  Frame 

The  Demsey  and  Associates  Com¬ 
pany,  of  Cleveland,  Ohio,  who  are 
the  exclusive  agents  for  the  Hollow 
Metal  Division  of  Diebold,  Inc.,  in 
the  greater  part  of  the  Eastern 
States,  announces  a  new  model 
sliding  closet  door. 

This  unit  is  a  package  which 
consists  of  a  newly  redesigned  hol¬ 
low  metal  frame  and  sliding  doors, 
which  can  now  be  insulated  at  the 
customers  request.  It  also  includes 
all  the  necessary  rollers  and  tracks 
for  installation. 

These  labor-.saving  package  units 
have  been  used  throughout  the 
country  from  the  smaller  homes  to 
the  largest  projects,  such  as  Stuy- 
vesant,  Peter  Cooper,  Parkchester, 
and  other  large  housing  projects 
from  coast  to  coast. 


SELL 

KAUFFMAN 

RADIATOR  ENCLOSURES 


Hundreds  of  Thousands 
in  Use 

Throughout  the  Country 
Easy  to  Sell  profit 

KAUFFMAN  RADIATOR  SHIELD  CO. 

4505  Olive  S».  St.  Louis  8,  Mo. 


CLASSIFIED  ADVERTISING 

Under  thU  heading  classUied  advertisemenU 
are  accepted  at  the  unilorm  rote  oi  25  cents 
a  word,  but  no  advertisement  token  tor  Iom 
thon  20  words  with  o  minimum  charge  ol 
$5.00;  3  months  at  20c  per  word  per  Ineertion. 
Check  or  Money  Order  must  accompany  copy  ol 
ClOMlfied  Ad.  Advertisements  soUcitatiBg  deol* 
ers  or  distributors,  or  new  products  lor  solo,  not 
accepted  in  cloitilied  section.  Address  all  com¬ 
munications  to  Ctassilied  Department.  BUILD¬ 
ING  SPECIALTIES,  425  Fourth  Avenue.  New 
York  16.  N.  Y. 


SITUATION  WANTED 


AVAILABI.K  DIRKCTOR  OK  Sales  Training  or 
Consultant;  mature  man;  lengthy  experience  in 
Direct  Selling  Field:  now  engaged  in  this  capacity; 
able  to  formulate,  oiKanize,  teach  and  suiiervisc; 
l>ersonally  trained  grotip  (.>f  a^isistants.  Box  311, 
Building  Si>ecialties,  435  F*'urth  Avenue.  New  Vork 
16.  X.  V. 


HELP  WANTED 


RELIABLE  MANLFACTl'RF.R  OF  nationall 
advertised  steel  casement  storm  sash,  with  12  years 
experience,  has  openings  for  salesmen  or  manufac¬ 
turers  representatives  who  arc  alert,  intelligent,  and 
reliable,  and  who  are  free  to  travel  within  a  moder¬ 
ate  radius  of  their  own  home.  b^cellent  rate  of 
commission  including  override  on  all  present  ac¬ 
counts  in  your  territory.  Your  duties  will  be  to 
service  old  accounts  and  set  up  new  dealers.  No 
drawing  account  until  performance  is  proven.  Our 
employees  have  bten  notified  of  this  ad.  All  replies 
strictly  confidential.  Answer  giving  full  history  and 
experience.  Box  No.  312,  Building  Specialties  Mag¬ 
azine,  425  Fourth  Ave.,  New  York  16,  N.  Y. 


MISCELLANEOUS 


:  AH  .Ml M  M  CO.MBLVATIOX  STOK.M  sash 
t  window,  double  or  triple  track,  wanted  by  prominent 
I  distributor.  Covering  metropolitan  Xew’  York  and 
I  Long  Island.  Box  314.  Building  Specialties,  4J5 
'  Fourth  Ave.,  Xew  York  16,  .\.  V 

I  SALESMEN:  If  you  want  to  improve  your  sell¬ 
ing  technique,  get  a  copy  of  My  Hardest  SaU.  This 
brochure  contains  authentic  stories  from  men  on  the 
firing  line,  the  fellows  who  go  out  every  day  and  get 
the  signature  on  the  dotted  line.  There  are  20  real, 

1  live,  success  stories  at  10  cents  per  story,  or  $2.00  for 
!  the  brochure.  Send  for  one  or  several  brochures 
'  today.  Building  Specialties.  425  Fourth  Avenue. 
Xew  York  16.  N.  Y. 

Read  BUILDING  SPECIALTIES 
EVERY  MONTH  By  Subscribing 
'  Today.  $3,00  per  year. 


SUBSCRIBERS  DESIRING 
CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  cor¬ 
rectly?  Kxamine  the  wrapper,  and 
notify  BUILDING  SPECIALTIES. 
425  F'ourth  .\ve..  New  York  16, 
N.  Y.,  if  you  desire  any  change. 
Please  send  back  the  old  wrapper, 
and  the  new  address,  and  allow 
about  five  weeks  for  the  change. 


'SOFTENING  UP"  ni 
prospects  for  you! 


uost 


Alumatics  are  known  to  millions  of  magazine 
readers  all  over  the  United  Stales  and  Canada  be¬ 
cause  they’ve  been  nationally  advertised  for  years! 
Dealers  and  distributors  who  handle  a  nationally- 
advertised  and  nationally-known  product  know  that 
such  recognition  means  faster  consumer  acceptance, 
easier  sales!  A  plus  value  for  you! 


U0k  ai  this  tine! 


SAIUMATIC  COMBINATION  WINDOWS  —  America’s  4|| 

finest  combination  units,  with  superior  features — 
removable  sill,  interlocking  meeting  rail,  self-  |*  » 

storing  inserts.  The  leader  in  the  field! 

r/^  ARALUM  COMBINATION  WINDOWS  —  Complete  ^ 

self-storing  aluminum  combination  units  at  prices  n 

I®- that  compete  with  wood  storms  and  screens! 

KAYSTO  COMBINATION  WINDOWS  —  For  casement 
!?•)  '■  windows  of  all  types — in-swinging  or  out-swinging, 

]u  ,1  wood  or  metal.  Screen  section  slides  horizontally 

IW.  I  or  vertically.  Protects  entire  window  opening! 

F//  TRI-MATIC  TRIPII  SLIDE  COMBINATION  WINDOWS 

— Storm  and  screen  sections  slide  up  and  down,  hanCll 
p..3j  providing  outside  access.  Interlocking  meeting  rail 

assures  weather-tight  fit  for  years  to  come!  bcttCI 

□  ALUMINUM  COMBINATION  DOORS  —  Ruggedly 
built  of  hollow  extruded  sections  to  ttke  heavy 
duty.  Complete  with  hardware  and  closure. 

SCREEN  PORCH  ENCLOSURES  —  A  handy  all-alumi- 
da&M  num,  indoor-outdoor  living  room  with  interchange- 
wHTH  able  storm  and  screen  sections.  Also  used  for 
temporary  business  and  commercial  structures. 

Seme  territeries  stiii  epen  — 

Write,  phene,  er  wire  fer  Setnite! 


f  Full  protection  to  the  consumer 

W2  FULL  AND  HALF-SCREENS  —  Lightweight,  attractive, 
easy  to  store  and  easy  to  install!  Require  no  paint- 
I  f  J  ing,  no  repairing,  and  give  plenty  of  protection 

against  warm-weather  inseas. 

g  SCREEN  DOORS  —  For  home  and  commercial  use. 
Special  frame  assures  perfect  fit  for  years  to  come. 

COMBINATION  PORCH  ENCLOSURES  —  Provide  a 
year  ’round  extra  room.  Made  of  aluminum  screen 
sections  :and  storm  sash.  Beautify  and  improve 
old  and  new  homes. 

When  you  deal  with  Alumatic  you 
handle  ONE  COMPLETE  LINE!  This  means 
better  service  and  greater  sales  for  you! 


-AA 


umdiL 

CORPORATION  OF  AMERICA 

2081  SOUTH  56fh  STREET 
MILWAUKEE  14,  WISCONSIN 
In  Canada:  ALUMINUM  BLDG.  PRODUCTS  CO  ,  LTD. 
362  CHILVER  ROAD.  WINDSOR.  ONTARIO 


JfHEN  IT  COMES  TO 
ARISTOCRACY., 


\'- 


“Vi  ho's  Vi  Iio^is  iiiipurtuiit . . .  hut 
buil(leri>  and  applicators  every¬ 
where  want  to  know  "’tvhat's  tchai"! 
And  they're  all  demanding  the 
“what"  of  INTERLOCK! 


They  like  the  !\’eu'  1951  Colors 
developed  expressly  for  modernization 
and  new  home  construction.  They  wel 
come  elimination  of  grouting  which  means 
no  clean-up  problems.  Only  INTERLOC.K 
has  this  patented  feature  which  avoids  dirt 
collecting  lines  between  tiles. 

This  plastic  wall  tile,  made  of  Styron,  and  backed  by 
the  Good  Housekeeping  Guarantee  Seal,  has  been  wide¬ 
ly  acclaimed  by  builders,  applicators  and  dealers  be¬ 
cause  it  is  so  easy  to  install!  They  admit  you  just  can't 
go  wrong  with  the  best — the  aristocrat  of  the  indus¬ 
try— PITTSBURGH  INTERLOCK  Plastie  Wall  Tile. 


JONES  &  BROWN,  Inc. 

National  Distributors 

PITTSBURGH,  PA. 


»  NEW  1951  COLORS  •  NO  GROUTING 
» LESS  COST  PER  JOB  •  NO  ClEAN-UP 

INVESTIGATE!  AAAIt  THIS  COUPON  TODAYI 

Jones  &  Brown,  Inc.,  Dept.  BO 
439  Sixth  Ave.,  Pittsburgh  19,  Pa. 

Ciendcmen: 

I'd  like  CO  know  more  about 
"what's  what"  with  INTERLOCK! 

Contractor  □  Jobber  □  Dealer  □ 

Name  . 

Address  . 

City . State  . 


